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The BEAVERETTE Ratchet 


Nothing else like it . . . a one-piece 
ratchet tool threading | to } in. pipe 


Fully - Adjustable. 
Resale ... . $13.50 






A one-piece tool 
. no loose parts! 


Patent Pending 


s... There’s Profit in Selling BEAVERS! 


VERY time you sell a BEAVERETTE 

E RATCHET you make a profit of $2.70 

plus your quantity discount. To sell 

$27 Profit this handy little one-piece FULLY-adjustable 
. « e one week tool . . . it is only necessary to show it. Re- 
e e e One man cently a wide-awake young mill-supply sales- 
man carried a BEAVERETTE RATCHET with 

him for one week . . . showed it to every man 

he called on that week . . . and finished the 

week with 10 orders. True . . . that isn’t “big 

business” . . . but it represents a net profit 

of $27 on one week's work on one item .. . 

and it gave this salesman something new and 

interesting to talk about. You probably have 

a BEAVERETTE RATCHET in stock .. . 


get it out and put it to work for a week. 


BEAVER PIPE [@DLS 


NCORPORATED 
300-400 DANA AVE. WARREN, OHIO 
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ENERGY 


Endurance, an outstanding quality of Rex Chain Drives, means the 
ability to transmit the full power load over long periods of time. 
Drive Economy is the final answer, for coupled with this long life, 
is the low cost of maintenance of Rex Chain Drives. 

Added to this is the positive efficiency of Chain Drives, 98'2% for 
Rex Roller Chain—an important factor in power costs. 


There are new ways of applying Power 


Rex Chain Drives today offer many new opportunities for economies 
and for improvements in many types of drives—in many types of 
plants—on many types of machinery. 


OTHER REX CHAINS. Chain Belt Company also makes a com- 
plete line of drive and conveyor chains in malleable, Z-Metal, steel 
and combination, for every type of service—and sprockets of all types 
—take-ups—set collars—buckets. Write on the types that interest you. 


CHAIN BELT COMPANY 
1622 W. Bruce St., Milwaukee, Wis. 


CHAIN BELT 
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| NEW! Modern! Scientifically designed for present-day 
service demands. Precision in manufacturing processes . . 
constant improvement and inspection of materials . . 

| assurance of dependable valve performance! 
The Wm. Powell Co., 2525 Spring Grove Ave., Cincinnati, O. 


iPOWELL VALVES 


: 
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“TOLEDO” DISTRIBUTORS GET 


REAL SALES 


THIS FLEET OF “TOLEDO” DEM- 
ONSTRATION CARS, EACH FULLY 


EQUIPPED, AS SHOWN BELOW, 
AND MANNED BY A TRAINED 


“TOLEDO” SALESMAN IS AT THE 
SERVICE OF “TOLEDO” DISTRIB- 
UTORS. 
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COOPERATION 


Here is concrete evidence of the sales 
cooperation “TOLEDO” gives its dis- 
tributors. A fleet of eight sales demon- 
stration cars, all equipped with 
“TOLEDO” hand tools anda 
“TOLEDO” No. 999 Super Model Power 
Pipe Machine and manned by a 
trained, courteous and efficient 
“TOLEDO?” sales representative, are at 
the service of “TOLEDO?’ distributors 
365 days of each year. 


This corps of sales representatives 
are contacting the actual users of 
pipe tools and pipe machines, making 
demonstrations of “TOLEDO” equip- 
ment and cooperating with “TOLEDO” 
distributors. This is sales cooperation 
that counts. 


“TOLEDO” believes in its distribu- 
tors and the service they render and 











protects them to the fullest extent. To 
its distributors “TOLEDO” pledges 
every assistance. 
“TOLEDO” 
Ren Es OSD 
THE MARK OF QUALITY 





THE TOLEDO PIPE THREADING 


MACHINE CO., TOLEDO, OHIO 
NEW YORK OFFICE, 
72 LAFAYETTE STREET 
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JAMES A. CHANNON, EDITOR 


IDEAS NEEDED 


F NECESSITY the programs of the 

last two Triple Conventions have 
been given over almost entirely to code 
making and code discussions. There is 
little doubt but what these programs were 
timely and productive of good results. The 
code of fair competition for this trade has 
been the instrument by which better mar- 
ket conditions have been achieved in many 
sections of the country. 

Now, however, the maintenance of these 
conditions is a matter of compliance and 
as such is more or less local in nature. By 
and large, the national job is finished except 
for the necessary coordination between 
regional areas and supervision of their 
activities. 

With apologies to the “walrus,” the time 
has come to think of other things, but prin- 
cipally of ways and means to produce more 
business and more profit for distributors. 
A convention program geared to th's need 
is called for. 

Merely as a suggestion, such a program 
might consist of two fundamental parts, 
that devoted to building business for the 
trade in general and that aimed to build 
business and profits for each individual 
delegate. 

The first part, of course, would pertain 
to the relations between the industrial 
supply trade and manufacturers and be- 
tween the trade and consumers, one a buy- 
ing, the other a selling function. The work 
of the Product Groups and of the Joint 
Merchandising Committee are examples. 

The second part, having to do with the 
individual interests of each delegate, should 
create the opportunity of comparing notes 
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on the various phases of the supply busi- 
ness without relying on informal conversa- 
tions to do the trick. Open clinics on sales 
promotion, accounting, warehousing, pur- 
chasing and delivery methods, in which 
manufacturers would be asked to join and 
offer suggestions, might accomplish the 
desired result. 

Such a program would not be simple to 
organize without the whole-hearted co- 
operation of every member of the industry 
who expects to spend his company’s money 
to attend the convention in May, but with 
such cooperation, each would have the 
assurance that he was going to come away 
from Pinehurst with his head full of ideas 
worth many times the cost of the trip. 

Too often the preparation of convention 
programs is left entirely to a program 
committee or to association secretaries, 
who are busy and who haven’t the benefit 
of suggestions from all members of the 
trade. That the programs are as interest- 
ing as they always have been is a real 
tribute to the ingenuity of these men. 

However, it isn’t fair to thrust the en- 
tire burden of building a convention pro- 
gram for this year on their shoulders. 
1935 can mean much to this trade and a 
bang-up, sales building program at the con- 
vention will be an important factor. If 
you plan on attending, and by all means 
you should, you owe it to yourself and to 
your company to lend a hand in building 
this program. Write the secretary of your 
association, or the chairman of your pro- 
gram committee immediately outlining 
your ideas of what should be covered and 
ways to cover it. You will be well repaid. 
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The Nut“to ecommend 
for heavy duty 


Here is a nut for which right now numer- 
ous tasks are waiting—a nut with threads 
so strong and tough that they take heavy 
wrenching stresses without stripping, round- 
ing-out or “‘mushrooming.”’ 

The Bethlehem Hot Forged Nut is made 
by a new, exclusive process. It’s a forging, 
with the strength and dense grain structure 
that forging gives. You can recommend it 
for any service calling for threads that can 
be depended on to stand up. It is decidedly 
the nut for heavy-duty applications. 

The Bethlehem Hot Forged Nut is made 
at our Lebanon, Pa., Plant, a self-contained, 
complete Bethlehem division, devoted en- 
tirely to the manufacture of bolts, nuts and 
allied products. All sizes and types of bolts 
and nuts, special and standard, are made at 
Lebanon Plant by skilled workmen, under 
the careful supervision of experienced engi- 
neers . . . Bolts of carbon, alloy and corrosion- 
resisting steel. Bolts for high temperatures 
and pressures. All kinds of nuts, as well 
as the hot-forged, spikes, rivets, turn- 
buckles. All standard commercial items are 
regularly carried in stock at Lebanon Plant. 


Bethlehem District Off are located at Atl i, Baltimore, Boston, Bridgeport, Buffalo, 

Chicago, Cincinnati, Cleveland, Dallas, Detroit, Houston, Indianapolis, Kansas City, 

Milwaukee, New York, Philadelphia, Pittsburgh, St. Louis, St. Paul, Washington, 

Wilkes-Barre, York. Pacific Coast Distributor: Pacific Coast Steel Corporation, Sar 

Fr Seattle, Los Angeles, Portland, Honolulu. Export Distributor Bethlehem Steel 
Export Corporation, New York 





ZBHEM, PA. 
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With Which Is Consolidated INDUSTRIAL DIS- 
TRIBUTOR AND SALESMAN And Combined With 
Mill Supply Salesman. Founded by Ernest H. Smith 
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TIMELY COMMENT 


® THE industrial exhibit as a form of sales pro- 

motion for ‘distributors is growing in popu- 
larity. This issue carries the stories of two 
tremendously successful shows, one in Milwaukee, 
the other in Peoria, Illinois. The Milwaukee 
exhibit, sponsored by Shadbolt and Boyd Com- 
pany, is the fifth held by this concern. Every 
other distributor who has held such a show has 
expressed himself as more than satisfied with 
results obtained and vowed to repeat. After all, 
plant operators are interested in seeing products 
which will lower operating costs and all of them 
cannot attend the big national shows. Distrib- 
utors who hold such shows are performing a real 
service. 


® WHILE it is realized that two opinions do not 

establish a trend, it is odd that two progressive 
distributors, located in widely separated cities, in 
talking of their plans for the future, outlined 
,exactly the same goal to editors of MILL SUP- 
PLIES. Both are planning to divide the principal 
lines handled into five, or perhaps six, major 
groups, each of which will be placed in charge 
of a specialist. This man will be competent to 
engineer special jobs on each of the lines in his 
group and will be charged with the education of 
all of the general salesmen on those lines. That 
these plans are not merely lunch table chatter is 
proved by the fact that both have already hired 
their first specialist and have found that he is 
more than worth his salt. 


® WILLIAM E. CAIN, executive secretary, Joint 

Merchandising Committee, in commenting on 
some of the meetings which have been sponsored 
by that committee with the purchasing agents of 
various cities, remarks on a growing tendency 
in industrial plants to place the responsibility of 
inventory control on the purchasing department. 
Such a condition, of course, makes the chief pur- 
chasing executive particularly receptive to presen- 
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tations which show him ways to reduce his main- 
tenance inventory. Every industrial distributor 
performs a service which will enable users to 
reduce inventories toa minimum. It is vital to the 
success of those distributors that this service be 
kept constantly before executives responsible for 
purchases. The Joint Merchandising Committee 
is doing a fine work but obviously, it cannot reach 
every buyer. Distributors must accept this re- 
sponsibility for their own territories if they want 
immediate results. 


® THE first of a series of articles dealing with 

machine tools as a market for industrial sup- 
plies appears in this issue. The author has been 
intimately connected with the metal working in- 
dustry for some 40 years. Each of the principal 
machine tools will be briefly discussed in this 
series and the opportunities for the sale of ma- 
chine tool accessories and supplies pointed out. 
This type of information coming as it does from 
a man thoroughly acquainted with the problems 
of the users of the tools, should prove of unusual 
interest to all salesmen. Telephone and desk men, 
who get little opportunity to see the inside of 
shops, will find these articles especially valuable. 


® THE discussion “You Can Stabilize” by Henry 

R. Rinehart, recently distributed by the Na- 
tional Supply and Machinery Distributors’ As- 
sociation, provides interesting ammunition for 
the distributor who is anxious for stabilized 
markets but who runs up against the opposition 
of a manufacturer who is afraid of the courts. 
It is well to remember, as the author points out, 
that legally the manufacturer has the right to 
suggest prices at which his products are to be 
resold, announce these prices and his _ policies 
in advance and refuse to sell anyone who does 
not observe his policies or who cuts prices. Mr. 
Rinehart draws extensively on Supreme Court de- 
cisions, which he quotes in considerable detail. 








CODE HEARING DISCUSSION 
CENTERS ON AMENDMENT CHANGE 


CLASH between a com- 

mittee of the Code Author- 
ity of the Industrial Supplies and 
Machinery Distributors’ Trade 
and officials of the NRA over 
three words contained in the 
amendments voted on by the 
trade and submitted to the 
NRA, featured the public hear- 
ing on the two amendments 
held at the Hotel Willard, Wash- 
ington, February 4. 

The hearing was in charge 
of Assistant Deputy Adminis- 
trator A. C. Cook, with Pennock 
H. Orr representing the Indus- 
trial Advisory Board, Henry 
H. Collins, Jr., and C. H. Pease, 
the Labor Advisory Board, 
McClellan Butt, the Consumers’ 
Advisory Board, R. H. Howard, 
the Research and Planning Di- 
vision. Representatives of the 
trade were Alvin M. Smith, 
Smith-Courtney Company, Vir- 
ginia; J. R. Kelley, Manning, 
Maxwell and Moore, Incorpo- 
rated, Jersey City, New Jersey, 
and George A. Fernley, secre- 
tary of the Code Authority. 
Other distributors present were 
J. K. Lewis, Hollis and Com- 
pany, Little Rock, Arkansas, 
and §. V. Brooks, Bluefield 
Hardware Company, Bluefield, 
West Virginia. 

There were few questions 
and little discussion regarding 
the first amendment, that which 
would change Article VI, Sec- 
tion 1. NRA officials appeared 
to be interested primarily in the 
fact that Regional Committees 
had been set up, that the areas 
chosen by the members of the 


trade were logical areas and 
that it would be possible for 
these committees to handle 
complaints. 


It was brought out that the 
trade had been given an oppor- 
tunity to vote on the amend- 
ments and that 133 members 
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Committee and NRA advisory mem- 
bers clash on wording of amendment. 
Phrases “at other than” and “lower 
than,” referring to filed prices, are 
bones of contention. Amendment, as 
written, may spell end of price filing. 


had. voted in 
against. 

The real fireworks (and there 
were numerous deletions from 
the record) came when_ it 
was made apparent that NRA 
wanted to stand pat on its 
wording of the second amend- 
ment, that which would change 
Article VI, Section 2. It seems 
that the amendment, as first 
submitted by the Code Author- 
ity to the NRA, specified that 
no member of the trade who 
filed a price could sell below 
that filed price. NRA insisted 
on changing the wording so that 
this portion of the amendment 
read, “at other than his indi- 
vidually filed price” and it was 
in this form that the amend- 
ment was submitted to the 
trade. When it was realized 
that NRA meant by this 
phraseology that the distributor 
who filed a price could not sell 
below nor above that price, the 
committee of the Code Author- 
ity immediately requested that 
the wording be changed. 

It was pointed out, in sup- 
port of the above request, by 
Mr. Smith and Mr. Kelley, 
that if the wording, “at other 
than,’ was insisted upon, it 
would virtually spell the end 
of price filing, which had been 
a very helpful influence in many 
territories. Both of these men, 
who operate supply businesses, 


favor and 32 


thought that the only way in 
which price filing could be ac- 
complished under this wording, 
would be by the use of a quan- 
tity discount schedule on all 
products and that while this 
was a desirable millennium, it 
was still far from possible. 
The discussion on that sec- 
tion of the amendment which 
requires that where, in any 
territory, distributors vote to 
file prices, other distributors 
desiring to sell in that territory 
must also file and that their 
prices must be no lower than 
those filed in their own terri- 
tories, covers many pages of 
the official record but when 
boiled down, adds up to little 
more than a clearing up, for 
the benefit of the NRA, of just 
what the supply business is and 
how its members operate. Here, 
the member of the Industrial 
Advisory Board, Mr. Orr, took 
up the cudgel by pointing out 
that the amendment as written 
provides for nothing more than 
is allowed many manufacturing 
industries in which prices are 
filed on a national basis. 
Strangely enough, the mem- 
ber of the Consumers’ Advisory 
Board supported the wording, 
“at other than,” despite the 
fact that it was pointed out to 
him by both Mr. Kelley and 
Mr. Smith that if prices were 
filed on this basis, an increase 
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in prices to consumers would 
be inevitable. “Bob” Kelley, 
using actual figures brought 
with him from the metropolitan 
area of New York, showed the 
difficulty and expense involved 
in filing ‘‘quantities” on every 
item and further argued that 
the old basis of filing minimum 
prices reacted in favor of the 
consumer. 

Another interesting point 
brought out by Mr. Kelley was 
the fact that price filing by no 
means meant price fixing. Using 
again the elaborate figures pre- 
pared by the Metropolitan Mill, 
Marine and Contractors’ Supply 
Institute, he pointed out the 
wide range of prices filed by 
various distributors on the same 
commodity. The above-men- 
tioned figures, which tabulated 
the prices filed on several com- 
modities, were presented to the 
Administrator for consideration. 

Messrs. Kelley, Smith, Lewis 
and Brooks, each of whom oper- 
ates a business, on being asked 
if the code had been beneficial 
and whether the filing of prices 
had helped the competitive situ- 
ation, replied in the affirmative. 
Alvin Smith, speaking for the 
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Regional areas formed in ac- 
cordance with code of fair 
competition for the Industrial 
Supplies and Machinery Dis- 
tributors’ Trade. All _ terri- 
tories are organized with th: 
exception of numbers 22 (St. 
Louis), 23 (Missouri-Kansas) 
and 28 (Seattle). Boundaries 
for the above territories are 
approximated, all others hav- 
ing been defined by members 
of the trade within each area. 


numerous members of the in- 
dustry whom he has contacted 
in his travels through the south, 
stated that price filing had not 
only been beneficial but had 
actually been the salvation of 
numerous small concerns which 
were on the verge of bankruptcy 
due to ruinous price cutting. 
The situation in New York, 
where numerous factors tend to 
make for a bad price condition, 
was described as being immeas- 
urably better than before NRA. 

In the afternoon session (off 
the record) the members of the 
Labor Advisory Board proposed 
that this industry lead the way 
by adopting a 35-hour week 


—_ SSK ; rf 
' A oe 


with a sixteen dollar minimum 
wage in order that Congress 
might be forestalled in the 
passage of the 30-hour week. 
Messrs. Smith and Fernley ex- 
plained again that this industry 
had been willing all along to 
make any wage schedule which 
would be adopted by other in- 
dustries or trades with which 
it competed but that it was 
unalterably opposed to being 
made a “goat.” They brought 
out the fact that, even now, 
many signers of the Retail Code 
were competitors of industrial 
distributors and that these 
houses were allowed a 48-hour 
week as compared with a 40- 
hour week in the Industrial 
Supply Trade. They also ex- 
plained that the dent which 
this relatively small trade, from 
an employee standpoint, would 
make in the unemployment sit- 
uation would be negligible and 
that a start had better be made 
in some larger group. 

There is a possibility that the 
final approval of the amendment 
will be held up until such time 
as the NRA decides on a price 
policy for the future, a subject 
now under consideration. 











Intelligent advice to sales- 
men from a shop man of 
long experience, who points 
out some of the general 
characteristics of the basic 
machine tool of all shops 
and the opportunities for 
business on _ accessories. 


WHERE THERE’S A LATHE 
A SALE CAN BE MADE 


ELLING the accessories 

which are necessary to 
operate the machine tools in a 
modern plant is a real job but 
it’s a job from which you can 
get more satisfaction than any 
other I know of. It is not easy 
for you meet some who either 
know it all and some who don’t 
know anything. The distrib- 
utor’s salesman, however, can 
do a real service to a lot of shop 
men who need both your advice 
and the things you sell. 

In considering your problem, 
let’s look first at the lathe. It’s 
the backbone of the small shop. 
It’s a simple machine, too—just 
a long bed with a headstock on 
one end and a tail stock on the 
other, with a carriage in the 
middle to carry the tool along 
the work as it revolves. Sounds 
simple, but it can do more kinds 
of work than any other machine 
I know about. If it’s made as 
it should be, and most modern 
lathes have rigid beds, large 
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spindles with holes’ through 
them big enough to take fair 
size bars, good large bearings, 
and accurate ways, with plenty 
of power, it will do lots of work 
at low cost. But it can’t do it 
unless the operator knows how 
to run it. That’s where a few 
suggestions from you may open 
the door to some business. 

You can show him how im- 
portant it is to have heavy cen- 
ters in his work if he wants to 
take man-size cuts. There is no 
use in spending money on high 
speed tools and then having 
stingy centers in the work. On 
a 2-inch bar, for example, the 
center should be at least j,-inch 
at the large end. Then, too, 
you want good solid centers in 
the lathe itself. Some find it 
pays to use special high speed 
steel centers, and for some 
work, one of the ball bearing 
centers in the tail stock helps. 
A few lathes have a ball bearing 
center built into the tailstock. 


You can help your customer 
too, in the selection of his lathe 
tools. There are very few places 
where it pays to use forged 
tools in the average shop. Tool 
holders and the right kind of 
bits are much better in every 
way, unless he wants to use 
these new cemented carbide 
tools, but don’t let him spend 
too much money on them until 
you know it is justified. They 
are great tools and pay big 
dividends in some shops, but the 
average small shop rarely needs 
them unless they are working 
on some very hard material or 
on Bakelite and similar plastics. 
If they do, cemented carbide is 
the tool to use. It is usually 
better to sell them with a solid 
shank than in a tool holder be- 
cause they need very rigid sup- 
port. You mustn’t forget that 
Stellite has its field, too, in be- 
tween high speed steel and the 
carbide tools. The right tool in 
the right place saves money. 
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It doesn’t pay to skimp on 
lathe tools. Holders with bent 
shanks and with off-set shanks 
often come in mighty handy. 
Then the operator needs cut- 
ting-off tools, perhaps one 
straight and one bent, and a 
couple of boring tool holders, 
depending on the work to be 
done. There should be enough 
so that time will not be wasted 
in setting tools or trying to 
make an unsuitable tool do the 
work. 

Driving dogs and chucks are 
important items in a_ small 
shop’s equipment. For regular 
bar work there is usually noth- 
ing special required in lathe 
dogs, except that they be forged 
and have good screws with 
hardened points to prevent 
mushrooming at the end, so 
they can be taken out for re- 
tapping if that ever becomes 
necessary. Sell enough dogs to 
cover the range of regular work. 
A shop can waste a lot of time 
trying to use a big dog on a 
small piece of work. If they 
have to be used on finished work 
show the operator some of the 
ways of clamping without mar- 
ring the work. A piece of cop- 
per under the screw point will 
protect the work. 


You'll be doing your customers 
a favor if you make them ap- 
preciate the value of expanding 
mandrels for holding work by 
its bored hole. These are bet- 
ter in every way than solid 
mandrels made with a slight 
taper. The latter never fit ex- 
actly and they tie up a lot of 
money in steel without count- 
ing the time it takes to make 
them. 

Chucks are mighty impor- 
tant, too, in handling work as 
it comes into the average shop, 
and time saved in chucking is 
just as important as that saved 
in turning. Generally speaking, 
the independent-jawed chuck 
will handle a wider variety of 
work than the universal type. 
This is specially true on first 
operations such as castings and 
forgings. For bar work a uni- 
versal chuck, either three- or 
four-jJaw, is very useful. The 
operator must be cautioned that 
even the best chuck will not 
hold work exactly the same 
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every time. There is bound to 
be enough lost motion in some 
part of it to prevent absolute 
accuracy. For most work it 
will probably be perfectly satis- 
factory, but for really accurate 
work you'd better recommend 
collets. I'll tell you more about 
them later. 

In helping your customer pick 
a chuck for all around work, I'd 
suggest a four-jawed, independ- 
ent chuck with step-jaws that 
can be reversed in the body. 
This type of chuck can be used 
in many kinds of work, includ- 
ing some jobs that you might 
think would have to have a spe- 
cial chuck, if you didn’t know 
just what one of these could do. 
Chucks today are made so much 
better than they used to be that 
there is almost no wear to them. 
Steel bodies instead of cast iron, 
hardened wear plates in some 
places and screws of steel that 
we never dreamed of, make 
them so they can stand strains 
the old ones never could. 

Collets are absolutely neces- 
sary if the operator wants to 
hold finished work for a second 
operation and they are very 
handy even on unturned bars if 
the bars do not vary too much 
in diameter. Some lathes come 
equipped with a collet chuck so 
that jaws of different sizes can 
be put in to suit the work. If 
your customer is doing nice 
work it will pay him to buy a 
set of collets for the usual stand- 





ard sizes. It might also pay 
him to have a few blank jaws 
that fit the chuck but are not 
bored for the work. He can 
bore them to suit when the job 
comes in. 

Don’t forget to tell your cus- 
tomer of the advantages of a 
taper turning attachment. If 
he is an old timer and has 
always turned tapers by setting 
over the tail center he may 
think he doesn’t need the at- 
tachment. But it will save him 
more time than he realizes. No 
matter whether the taper is 
given in inches-per-foot, as in 
the case of pipe tap tapers, or in 
degrees, he can set it on the 
attachment in half the time he 
is taking to set the tail center 
over the right amount. This 
taper attachment also saves all 
the cramping of the work on the 
centers that happens when the 
tail stock is set over. This is not 
so bad where the work is long 
and the taper not too steep, but 
on steep tapers this angularity 
of the work on the centers is a 
real drawback. In this connec- 
tion, it is well to know a few of 
the standard tapers. Most drill 
shanks are made to the Morse 
taper which is supposed to be 
>g-inch-per-foot, but which, be- 
cause they (Cont’d on page 94) 


Stocky tool holders and 


rigid chucks add greatly 
to the lathe’s usefulness. 













SUPPLIES FOR A 


“HOT” NUMBER 


Left—A metal-coating 
cabinet, 8 feet x 7 feet, 
equipped with two 
spray guns, com- 
pressed-air front cur- 
tain, exhauster fan, and 
gages. Below is one 
type of metal-spraying 
gun in use. 


A GUN THAT SPRAYS METAL 


HE “builder upper” that 

every maintenance man has 
longed for, the “putting-on” 
tool that is the dream of every 
erring machinist—is becoming 
a reality with the development 
of guns which melt and spray 
any metal that melts under 5,- 
250 degrees Fahrenheit, such as 
lead, tin, lead-tin alloys, zinc, 
zine-tin alloys, brass, bronze, 
copper, Monel metal, high- and 
low-carbon and stainless steel, 
aluminum, cadmium, nickel, 
nickel silver, phosphor bronze, 
even babbitt. 

Known for a score of years, it 
is only during the last three or 
four that the process has be- 
come commercially prominent, 
but in a space of months its ap- 
plications are legion. Central sta- 
tions, industrial plants, contract 
welders, contract machine shops, 
all are installing equipment. Its 
use opens new markets for in- 
dustrial supplies. 


] , 


a 


E. J. TANGERMAN 
Associate Editor, POWER 


What is it? The gun is sim- 
ply a metal box with a nozzle. 
Wire of the desired composition 
is fed into the back of the box 
by knurled feeding wheels. Air 
supplied through a hose drives 
the wire-feed-driving turbine, 
cools the gun and blows out the 
atomized molten metal. Oxygen 
and acetylene are supplied to 
form an oxy-acetylene flame that 
melts the wire. 

What does it do? Sprays any 
of a dozen or more metals on 
any surface that is properly pre- 
pared, be it metal, concrete, 
wood, brick, terra cotta, glass 
or even cloth. The molten spray 
cools so rapidly that it will not 
burn even the finest fabrics if 
properly applied. It can be used 
to build-up worn surfaces of 
shafts or plates, apply heat-re- 
sisting, abrasion-resisting or cor- 
rosion-resisting coatings, for 
architectural decoration, for cor- 
recting undersized or under- 


weight parts of any metal. 

It will do any of these things 
successfully and economically— 
if the surface has been properly 
prepared. And that’s where the 
supplies are needed. 

First, air is necessary, mean- 
ing hose and outlets if com- 
pressed air is available, plus a 
small compressor when it isn’t. 
The gun takes about 35 cubic 
feet per minute of air, and the 
sand- or grit-blasting equipment 
that prepares the surface takes 
75. That means a 125 cubic feet 
per minute compressor in many 
cases, because blasting and coat- 
ing are usually done simultane- 
ously by two operators. 

Blasting equipment should in- 
clude: Sandblasting helmet, 
gloves and suitable leather-faced 
clothing. Standard blaster using 
a'r between 40 and 80-pound 
gage, with rated capacity 750 to 
1,000 pounds of sand or grit and 
a 41-inch diameter nozzle deliver- 
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ing about 75 cubic feet per min- 
ute of air. Either a steel grit 
or sand can be used, the latter 
usually for preparing surfaces 
for light and smooth coats. Sand 
should be 16 or 20 mesh with 
angular grains, steel grit num- 
ber 40 if for preparing surfaces 
to receive the softer, lower melt- 
ing-point metals, number 30 for 
higher melting-point metals. 
Some sort of sand or grit sifting 
unit is also needed, usually a 
simple fine-mesh screen. 

Accessories for the spray gun 
are more numerous. First there 
are oxygen and acetylene hoses, 
tanks of gas (or perhaps an 
acetylene generator), suitable 
regulators for both air and gas 
(usually 35 cubic feet per min- 
ute units are best), a 35 cubic 
feet per minute air filter to go 
jnto the compressed air line just 
before it enters the gun (the fil- 
ter must be able to remove al- 
most all moisture, oil and grit), 
a gun lighter similar to those 
used by oxy-acetylene  weld- 
ers, and a suitable supply of 
wire. This is usually purchased 
in reels, diameters running from 
20 B&S to 3/16-inch in diameter, 
depending upon gun size and ma- 
terial, but usually from 13-20 
B&S gage. 

Spraying equipment must be 
supplemented by a helmet when 
toxic metals, such as lead or 
cadmium, are sprayed. Goggles 
are not necessary. Where fair- 
ly small parts are sprayed, a 
cabinet of the type illustrated 
may be used satisfactorily, to 
protect the operator from in- 
halation of metal dust and 
fumes. Such a cabinet, usually 
8 feet long by 3 feet wide and 
7 feet high overall, has a 16-inch 
exhaust fan driven by 1/6-H.P. 
motor, with a ventilating flue 
behind it. The unit shown has 
a compressed air pipe over the 
opening which is perforated so 
that it forms an air curtain 
across the front of the cabinet, 
and suitable air piping and con- 
trols for simultaneous operation 
of two sprays guns. . Movable 
wire reels and electric lights are 
also built in. 

Other equipment required by 
operators who are using these 
metal-spraying devices will in- 
clude wire brushes, drilling mo- 
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tor with drill chuck and drills 
(to clean out pits preparatory 
to filling), rubber tape (used for 
making areas around pits when 
filling), and if small parts are 
to be coated in mass a special 
tumbling barrel in which they 
are tumbled while sprayed. Ex- 
treme care must be taken in fin- 
ishing metal-sprayed surfaces, 
in order to avoid lifting the coat- 


ing. Usual procedure is to fin- 
ish by grinding. Manufactur- 
ers of grinding and_ buffing 


wheels can furnish wheel speci- 
fications for various metals and 
materials. 

There are also a number of 
special small units used for par- 
ticular jobs. For example, an 
operator sandblasting inside a 
tank will need special portable 


sandblast lamps with air-tight 
sockets and _ impact-resisting 
globes. An operator spraying 
shafts in a lathe will need a tool- 
post clamp for the gun. Special 
supports, clamps, and tables may 
be needed for specific jobs, and 
the operator will always need 
such small tools as wrenches and 
screw-drivers. 

The process is just beginning 
to “catch.” Three manufactur- 
ers supply the trade; they have 
installed about 1,500 sets of 
equipment. Soon_ machine 
shops, contract welding shops, 
even garages and automobile re- 
pair shops, will be installing 
equipment of this sort, a sure 
and steady market for supplies 
of the type listed here. The 
business is worth watching for. 


GALVANIZING PLANTS 
BUY WIRE BRUSHES 


ALVANIZING plants - are 

not to be overlooked as 
outlets for wire brushes, both 
revolving and hand types. When 
small pieces are lifted from the 
galvanizing bath, they are im- 
mediately taken to a revolving 
brush or wheel and smoothed 
off. The service is not particu- 
larly exacting as there are no 
burrs to remove as in finishing 
castings. A ten-inch wheel is 
generally employed and a fairly 
bushy one will serve for this 
general cleaning purpose. In 
the relatively small plant here 


shown there are two wheels in 
operation and they are said to 
wear down in about two months 
to the point of replacement. 

The hand brushes used here 
are for cleaning rust from metal 
before galvanizing and are called 
“acid” brushes. 

The shop superintendent will 
probably be the man to decide 
on the brushes for this purpose, 
but it will do no harm to get 
acquainted with the men who 
do the actual finishing at the 
wheels and become familiar 
with the work they are doing. 























CAN YOU ANSWER THESE 
PERTINENT QUESTIONS? 


They apply to products you are selling. 
Have you questions of a similar nature which 
are puzzling you? If so, send them along to 
be included in this section, which will be a 
regular feature. Find all answers on page 100. 


| 1. What is meant by a com- 
bination pipe vise? 


2. What factors must be con- 
sidered in the selection of 
lineshaft couplings ? 


3. Which is the most costly 








; 
leakage — air, steam or 
| water? 
; y . m~@ 
{ 1. What is the difference be- 
tween a gate valve and a 
' . 
cock ? 
| 
| ~ y e » ° ° 
i 5. What information is neces- 


sary in ordering special 
reamers ? 


6. What causes the teeth on a 
hand hack-saw blade to wear 
unduly ? 


~] 


. What is meant by the 
“reach” of a hoist? 


8. In applying wire rope, what 
should be the greatest angle 
formed by lines drawn from 
the main sheave to the right 
and left rims of the hoisting 
drum? 


9. What are the “fiutes” of a 
twist drill? 


10. What is the rough formula 
for calculating the length of 
a transmission belt on the 
pulleys? 
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Its ability to do small, 
delicate, hard-to-get-at 
jobs makes the electric 
hand grinder a valuable 
asset in numerous plants. 
Note the ease with which 
it is handled by the oper- 
ators shown at the right. 





Wide Use of Hand Grinders 
Points Way to Orders 


HETHER the small electric 

die grinder, or hand grind- 
er, as it is sometimes called, is a 
direct offspring of the larger 
portable electric tool, or is mere- 
ly a distant relative, matters 
little. The important fact is that 
these handy little grinders, op- 
erating at high speeds, fill a dis- 
tinct place in industry. 

Their lightness and compact 
construction make them readily 
adaptable for small, delicate, 
hard-to-get-at jobs. They can 
be operated at almost any angle, 
and they permit getting into 
and around corners and curves, 
in blind holes, and in many 
other places impossible to get at 
with larger equipment. 

Die shops find these small 
grinders extremely valuable, 
especially in bench work and for 
correcting inaccuracies in a die. 
The making of some slight al- 
terations, touching up, easing of 
tight holes, even while dies are 
on the press, may be accom- 
plished without delays to pro- 
duction or costly tear-downs— 
the grinding tool being taken di- 
rectly to the work. 

The machine shop 
finds the small hand grinder 
useful for internal grinding, 
making possible the use of very 
small wheels. Machine and 
hand taps, button dies, acorn 
dies and thread chasers are 
easily and quickly sharpened, 
while in grinding flutes and 
knocking down high spots in 


operator 
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welds, the die grinder is exceed- 
ingly useful. 

In pattern shops these little 
tools, which so easily fit the 
hand, are a welcome addition to 
the shop equipment. Here they 
are used for correcting inaccu- 
racies, smoothing down irregu- 
lar spots, or for grinding and 
polishing recesses in a core box. 
For this exacting, intricate and 
delicate work, rotary files, steel 
cutters and mounted wheels 
have been specially developed. 
The tool is handy for touching 
off the gates of aluminum and 
white metal patterns. 

In glass and pottery plants, 
the little grinders save a con- 
siderable sum over a period of 
a year or so. They are now 
used to grind out blemishes and 
discolorations on pieces. Im- 
perfect pieces formerly had to 
be discarded, causing a consid- 
erable spoilage loss. 

Steel makers have found that 
soft steel welds can easily be 
smoothed down with this tool, 
and have used it for cleaning and 
polishing steel. They have also 
learned that it is possible to de- 
termine the grades of steel 
quickly by the characteristics of 
the sparks produced when the 
grinder is used against the steel 
to be tested, thus saving the 
costs and delays of laboratory 
tests in many instances. 

Aluminum and brass foun- 
dries like to use it. It is partic- 
ularly efficient in knocking off 





fins and other imperfections on 
light castings made of these low 
tensile strength materials. For 
this type of work files are used 
instead of grinding wheels. The 
specially designed files do the 
work economically and with a 
minimum of chatter. 

Automobile repair shops are 
frequent users of these hand 
grinders for repairing cracks in 
motor blocks and other automo- 
bile parts preparatory to weld- 
ing, and for light sanding jobs. 

Automobile tire manufactur- 
ers find them handy and efficient 
for filing (with rotary files) rub- 
ber vulcanized to metal. 

In paper mills these grinders 
are used on many different op- 
erations, including the sharpen- 
ing of ruled die stock and the 
sharpening of paper knives off- 
hand. 

In large bakery plants where 
bread slicers are used, the mul- 
tiple knives are sharpened with 
little hand grinders without dif- 
ficulty. This can be done with- 
out taking out the knives or dis- 
turbing the tension. 

Engravers use them with end- 
mill attach- (Cont’d on page 95) 








GEORGE H. YOUNG 





The “distant,” or “country” 
salesman as he is sometimes 
called, presents a problem 
to sales managers quite dif- 
ferent from that which they 
face in handling “close in” 
or “city” salesmen. Mr. 
Young, head of a sales or- 
ganization consisting of 41 
men covering Oregon and 
southwest Washington, 
here relates experiences 
which should be valuable 
to managers and salesmen. 


Portland, Oregon, Manager 


Marshall-Wells Company 


discusses 


SELECTION AND MANAGEMENT 
OF THE “DISTANT” SALESMAN 


S far as the man himself is 
concerned, I can see little if 
any difference in the qualifica- 
tions of a salesman to work out 
of the home office or to live and 
work in an outside territory. 
However, there are certain con- 
ditions under which the distant 
salesman works that call for dif- 
ferent handling, and which may 
even call for the selection of one 
particular man as against an- 
other. 

Never was the old saying to 
the effect that a prophet is with- 
out honor in his own country 
more applicable than to the hir- 
ing of a salesman to cover acom- 
munity in which he was born 
and brought up. However sin- 
cere he may be, and competent, 
few of his friends there give 
him credit. Some fellow from 
outside, unknown to them, 
though with no more ability, 
will do better almost invariably. 

This is psychology, human na- 
ture or whatever you wish to 
call it. In my own case, I know a 
man who is today high up in gov- 
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ernment activities at Washing- 
ton. His name is almost daily 
on the tongues of half the peo- 
ple of the country but I cannot 
see him in that position at all, 
for I was born and brought up 
with him. People acclaim his 
brilliant mind and great knowl- 
edge of his field. Try as I will, 
I cannot see him in that light. 
I remember the boy and fail to 
see where he could possibly 
have gained the knowledge as- 
cribed to him. In that connec- 
tion no doubt I am _ narrow- 
minded, insofar as my opinion 
goes. He must have the stuff 
or he would not be where he is, 
but that is just the way that 
most people are apt to look at 
such things, and which makes 
it very dubious for a salesman 
to start out in his own com- 
munity. 

My company prefers to send 
salesmen into a territory who 
have not lived there and also to 
train them in our own office. 
Almost never do we take a sales- 
man from outside our own or- 


ganization. In our experience, 
in the great majority of cases 
outside men do not prove: suc- 
cessful. Catch them young and 
train them carefully is our pol- 
icy. 

In shifting salesmen about, as 
from the main office into a dis- 
tant territory, here is another 
interesting fact that I have ob- 
served. The specialist, when he 
gets out on his own in a new 
territory, will almost invariably 
sell more of almost anything 
else in the catalog than the spe- 
cialty he had previously been 
working on. It is paint, we will 
say. Perhaps he has_ been 
brought up in our paint depart- 
ment, knows paint from A to Z 
and was a whirlwind at selling 
it. Put him out in a territory 
to sell the general line, and he 
at once begins to sell all the 
other things better than he does 
paint. His paint sales may suf- 
fer in comparison with those of 
other salesmen who were never 
paint specialists. It appears as 
though paint had soured on his 
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“Catch them young and train them care- 
fully” is the policy of this sales executive, 
who has found it next to impossible to 
find a “ready-made” industrial supply 


salesman. 


Almost without exception, 


his men have received their training in 
the company’s offices and warehouses. 


stomach, in view of the new and 


to him more interesting things 
that he is now in a position to 
sell. 

For that and other reasons, 
we are more and more leaning 
away from the so-called special- 
ist. On the whole, more satis- 
factory volume can be obtained 
through salesmen who are ¢ca- 
pable of giving well-balanced 
sales effort to the whole line, or 
division, as the case may be. It 
is true that we have industrial 
salesmen as distinct from hard- 
ware salesmen. That is what 
I mean by a division. But they 
are not specialists in the sense 
that they are trained in and con- 
centrate on one line of industrial 
equipment. 

The distant salesman is under 
a pronounced handicap in his 
work as contrasted with the 
close-in salesman who can re- 
port to the office every day. He 
does not get the personal super- 
vision and the inspiration that 
the close-in man does. To a 
limited extent this is counter- 
acted by the fact that the dis- 
tant man is on his own, so. to 


speak. Some men work better 
under such conditions than 
others, and do better work be- 
cause of this responsibility. 


Salesmen for outside territories 
should be selected with this in 
mind. 

We try to make up to them 
as far as is possible the lack of 
personal contact. The distant 
man gets mail every day. We 
see to it that he gets some- 
thing. This is heartening to the 
man who must work alone. He 
also gets a general salesman’s 
letter once a week. 

To liven things up for the dis- 
tant men as well as the others, 
we have frequent contests. 
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Some of these carry no prizes 
other than the prize of winning, 
and are in the nature of games. 
Other contests carry substantial 
cash prizes. We try to mix 
these two forms of contests up. 
A man cannot keep up continu- 
ous enthusiasm for glory alone. 
On the other hand, too many 
cash contests are apt to dis- 
tract attention from all-around 
selling. Therefore, we work a 
change of pace frequently. 

In the matter of claims, the 
salesman’s report from the out- 
side territory must be given due 
consideration, since he is per- 
sonally acquainted with the cus- 
tomer and the conditions sur- 
rounding the claim. We realize, 
however, that nine times out of 
ten the salesman’s viewpoint in 
these matters is warped in favor 
of the customer. But more busi- 
ness is probably obtained and 
more good will engendered 
than if it was the other way 
around, and he could only see 
the side of the company. So, in 
the majority of cases, we rely 
upon the salesman’s judgment 
to a large extent. In minor 
claims among the store trade, 
amounting to a dollar or under, 
the salesman is expected to set- 
tle for cash and turn in the item 
as expense. In more important 
cases the matter is to be put 
up to the house with all the con- 
ditions as fairly as the salesman 
can state them. 

In the matter of samples, the 
close-in salesman has little ad- 
vantage over the distant sales- 
man, except in connection with 
staple items. Sometimes it is 
easier for the man who is close 
by to make a sale if he can step 
into the office and get a sample 
and show it. But for the most 
part these staple items do not 


need sampling. Where samples 
are regularly employed, both in- 
side and outside men are treated 
alike. The samples are given 
to the men and charged to their 
sample accounts. At the end of 
each six-month period there is a 
clean-up and settlement on these 
sample accounts. At that time, 
the salesman must either pro- 
duce an order showing that the 
sample was sold or the sample 
itself. If he cannot do either, 
his personal account is charged 
with the cost of the sample. 

For the most part, the sales- 
men get rid of these samples 
after their purpose has been 
served. The aim is to get a 
price for them that will be about 
10% off, varying somewhat with 
the wear and tear incident to 
showing and demonstrating the 
sample as affecting its saleabil- 
ity. 

In the matter of automobile 
operation, there is a consider- 
able difference between close-in 
and distant salesmen, and even 
between costs in different coun- 
try territories. It is unfair to 
have an arbitrary plan by which 
all meet these expenses on the 
same basis. Recently we com- 
pleted a study of this problem 
and put into effect a new method 
of handling the matter. 

We got at this first by assum- 
ing all expenses, except gas, as 
constants. Though not strictly 
so, they could be considered as 
such for purposes of the study. 
These so-called constants are 
items such as depreciation, in- 
surance, tires, storage, greasing, 
batteries and license. Taking as 
a basis an average of 15,000 
miles operation of a car an- 
nually, it was possible to arrive 
at an average base figure, which, 
in the form of a flat allowance 
per month per car would cover 
these constant items. It would 
be unfair, however, to give 
every man this same allowance 
regardless of his.mileage. So, 
for determining each man’s in- 
dividual allowance this base fig- 
ure representing cost per mile 
was broken down and adjusted 
for each territory, according to 
the number of miles that the 
salesman might be expected to 
drive in a year. Therefore, the 
theoretical (Cont’& on page 99) 
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A general view of the ball-room of the 
Pere Marquette Hotel, during the recent 
Hagerty Brothers Company Power Show. 


J. H. Flora (left), 
secretary - treasur, 
er, and Paul J. 
Hagerty, president 
of the Hagerty 
Brothers Com- 
pany, were plenty 
busy men during 
the power show. 


UDGED from every stand- 
point, the Hagerty Brothers 
Company Power Show, presented 
February 13, 14 and 15, in the 
Pere Marquette Hotel, Peoria, 
Illinois, was one of the most 
successful ever conducted by an 
individual distributing house in 
cooperation with its manufac- 
turers. 
For three days and evenings, 
plant executives, purchasing 


agents, department heads, me- 
chanics and other interested 
parties—within a radius of 154 
miles from Peoria—filed through 
the spacious ball-room of the 

Pere Marquette and _ viewed 
while H. A. Watson of Alex- with interest the products of 29 
ander Brothers, Incorporated, 


explains the operation of the manufacturers represented — by 


belt testi hine. D. H. McMahan (left) and ea ieciidaileen s. The saw 
elt testing machine Truk Geek af ie eee Hagerty Brothers ey ' 
sales force pinch hit for E. B. for the most part moving ex- 


Low, Wright Manufacturing hibits, or stills which presented 
Company while he has lunch. their stories in interest-com- 
pelling fashion. They witnessed, 


This visitor listens attentively 


ae a © 






The two show visitors at 
the left discuss Dodge 
drives with two mem- 
bers of the Dodge Manu- 
facturing Corporation or- 
ganization, who are, left 
to right: George C. Mill- 
er, Jr. and L. J. Cashman. 
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J. H. Yerkes and W. T. “Bill” 
Allen of the Keystone Lubri- 


cating Company had a “breath- 
er” for a few minutes, so they 
consented to pose for this 
good-natured picture. 
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Manufacturers’ men 
had to answer many 
questions from those 
attending the Hagerty 
Power Show, as is in- 





dicated by these scenes 
at the fine exhibits of 
the National Twist 
Drill and Tool Com- 
pany and the Johnson 
Fan and Blower Com- 
pany. 



















for instance, the operation of a 
miniature steel and pipe mill, 
machine weaving wire rope, an 
apparatus testing belting, power 
transmission drives in action, 
electric tools carving out unique 
designs, hoists demonstrating 
what they could do. They saw 
a 600-pound model locomotive, 
every part functioning, which 
was made entirely from. steel 
supplied by the Hagerty Broth- 
ers warehouse. Some of the 
equipment was so heavy that it 
was found necessary to remove 
one of the (cont’d on page 96) 








A. L. Maxwell (center), Ha- 
gerty sales engineer on Repub- 
lic mechanical rubber goods, 
gives some pointers to a pros- 
pect, while Herman Schultz 
(right) of the Republic Rubber 
Company stands by to add any 
thoughts that might be helpful. 


A. J. Peterson does a 
bit of fancy work with 
a Stanley tool for an 
interested spectator, 
while L. R. Warnock 
awaits the next visitor. 
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WISCONSIN DISTRIBUTORS CHEER 
AND JEER UNEMPLOYMENT ACT 


Good points and bad in the Wisconsin Unemployment 
Compensation Act are seen by distributors in the State 
which leads the way in this phase of relief. Since un- 
employment insurance threatens to become national 
in scope within a few months the thinking of these men 
who have been faced with the intricacies of the law 
since July 1, 1934 may help to point out what is ahead. 


NDUSTRIAL distributors of 

Wisconsin as a rule accept the 
Unemployment Compensation 
Act, now in effect so far as pay- 
ments to the Unemployment Re- 
serve Fund are concerned, as a 
“good thing,” though naturally 
adding to the already heavy bur- 
den of Wisconsin taxes on busi- 
ness, causing more bookkeeping 
detail and occasioning much 
greater caution in putting on 
new employes, while at the same 
time making it advisable for 
business heads to make sure 
that the maximum efficiency is 
secured from existing staff be- 
fore increasing them. 

The problem of the distrib- 
utor, with his comparatively 
small organization and fairly 
stable employment, is nothing 
like that of manufacturers, con- 
tractors and others who have 
their peaks and depressions in 
employment, controlled by sea- 
sonal production or construction 
activities, and he views the Act 
as a step in the right direction 
so far as he and his employes 
are concerned, in providing some 
security for workers during 
periods when they are unem- 
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EDWARD J. McOSKER 


Western Editor 


ployed. without putting an 
especially heavy expense on him 
in his contributions to the Un- 
employment Reserve Fund. 

“The primary intention of the 
law is to make employment as 
steady as possible and to provide 
some protection for workers dur- 
ing periods of unemployment,” 
states J. G. Moebius, vice-presi- 
dent of the Mohr-Jones Hard- 
ware Company, Racine. “It is, 
of course, an added expense to 
the employer, which can be regu- 
lated and held to a minimum by 
the most careful consideration in 
the employment of men. The 
amounts houses of our type con- 
tribute will be trifling. The Act 
should keep a great many people 
at work 50 percent or more of 
the time instead of for periods 
of three or four months. I think 
it is a good thing.” 

Charles E. Curtis, president, 
Western Iron Stores Company, 
Milwaukee, also expressed him- 
self as believing the Act on the 
whole a benefit. 

“At the same time, it adds to 
the already heavy tax burden on 
Wisconsin business,” he said. 
“As soon as we once build the 


fund, however, the expense will 
not be great provided there is 
no bad period of unemployment 
and also provided protection is 
continued for the distributor in 
the making of an adequate prof- 
it, and he is not forced to con- 
tend with price cutting again, 
similar to that faced before the 
passage of the National Indus- 
trial Recovery Act. 

“The distributor will need to 
make sure that the greatest effi- 
ciency is being secured through 
the existing organization before 
adding to his staff. ‘Short cuts’ 
and the most efficient office 
methods will have to be em- 
ployed.” 

Mr. Curtis believes, however, 
that the law does not go far 
enough so far as the employe 
himself is concerned. That is 
why he sees advantages in such 
plans as group insurance where 
both company and employee 
participate in payments, and 
which bring about adequate pro- 
tection for the “rainy day.” 

Edward F. Pritzlaff, secretary 
of the John Pritzlaff Hardware 
Company, Milwaukee, while see- 
ing advantages in the law, was 
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of the opinion that $100—the 
maximum payment provided by 
the law during the period of a 
year—would not keep people off 
relief for long. At the same 
time, he believes, it places too 
great penalties on the employer. 
He said the Act would involve a 
great deal of bookkeeping and 
might cause considerable dis- 
satisfaction later on, when pay- 
ments from the fund begin. The 
law, he said, is very complicated 
and will call for many rulings. 

“Considering what the coun- 


try has been through, I don’t 
know but what it is a good 
thing,” said Price M. Davis, 
president and general manager 
of the Shadbolt & Boyd Com- 
pany, Milwaukee. “At the same 
time, it is bound to have some 
effect on a plan for division of 
profits which we have employed 
for 30 years, and under which 
every employe who has been 
with us for five years derives a 
benefit much the same as share- 
holders in the organization. 
“This plan has worked very 
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HIGH LIGHTS OF THE ACT 


E ach employer is required to pay regularly into the Unemploy- 
ment Reserve Fund an amount equal to two percent per annum 
of his payroll, excluding those employes whose salaries are $300 
or more per month and those employed on a contractual basis for 
a fixed period at a fixed monthly salary which totals $1500 for a 
twelve-month period or for the period covered in the contract if 
less than a year. 


In addition, he regularly contributes one-tenth of one percent per 
annum on his payroll as described in the preceding paragraph to 
the state unemployment administration fund for administrative 
expenses. ° 


Each eligible employe is to be paid benefits for total unemploy- 
ment at a rate of ten dollars a week or fifty percent of his average 
weekly wage, whichever is lower, except that when fifty percent of 
such wage is less than five dollars, a benefit of five dollars a week 
is to be paid. 

The benefits payable for partial unemployment in any week will 
be the difference between the eligible employe’s actual wages for 
the week and the weekly benefit to which he would be entitled if 
totally unemployed. 


Benefits are to be paid to each employe for the calendar weeks 
during which he is totally or partially unemployed and eligible for 
benefits, but no employe may receive in any calendar year more 
than ten weeks of benefits for total unemployment, nor more than 
an equivalent total amount of benefits for partial unemployment 
or for partial unemployment and total. unemployment combined. 


A man who is laid off or loses his job, other than for misconduct 
or for other specified reasons, and who is entitled to the benefits 
of the unemployment reserve, is required to seek another position, 
and if he secures it, payment from the unemployment reserve 
ceases. The employer is not liable for benefits on any unemploy- 
ment occurring more than six months after the date on which the 
employe last performed services for the employer, nor for the pay- 
ment of benefits beyond the current resources, the employer’s 
account has or would have if all contributions due had been paid. 


When the employer’s account amounts to $55, but less than $75 
reserve per employe, the employer is to pay contributions to the 
fund at the rate of one percent per annum. When, and so long as, 
the account has a reserve of $75 or more per employe, no con- 
tributions to the unemployment reserve fund are to be required 
of the employer. 


Distributors and other eligible employers have been paying into 
the unemployment reserve fund since July 1, 1934, but no benefit 
payments from the fund will begin until July 1, 1935. 

The Wisconsin Unemployment Compensation Act is administered 
by the Industrial Commission of Wisconsin. 
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well for us in making a happy, 
well cemented organization. 
Now, of course, it will have to 
be modified, as some of this fund 
will have to be used for pay- 
ments into the reserve fund. If 
the law is handled conservative- 
ly, however, it might not be a 
bad idea.” 

The method which one dis- 
tributor is employing in comply- 
ing with the Act is quite inter- 
esting. In the first place, he 
pays the two percent into the 
emergency fund on every em- 
ploye who is earning less than 
$300 a month. This makes it 
unnecessary for him to bind 
himself on contracts with those 
earning $1500 a year and less 
than $300 a month, which is a 
requisite where the employer de- 
sires to avoid payments into the 
funds on employes in this classi- 
fication. At the same time, this 
builds his fund up to the amount 
that requires no more payments. 
In case he then decides to put a 
man in the aforementioned class 
on a contract basis, his reserve 
is increased. Then he is eventu- 
ally in a position to add other 
employes when necessary with- 
out making additional payments 
into the fund until such a time, 
if it ever comes, when the re- 
serve fund is below margin 
requirements. 

This same distributor is tak- 
ing advantage of the privilege 
which permits the employer to 
select an approved depository. 
He will maintain on deposit 
ready for immediate call the re- 
quired percentage of the emer- 
gency fund, and will put the re- 
mainder out in approved and 
guaranteed investments which 
will net the fund four percent 
interest. 

Just how the new Wisconsin 
Unemployment Compensation 
Act will work out after benefit 
payments begin July 1 remains 
to be seen, but at this point it 
seems to have at least the tacit 
approval of industrial dis- 
tributors, generally speaking. 
Thus far, they have been mostly 
concerned with contributions to 
the fund. Next will come the 
matter of benefit payments un- 
der the law, with, perhaps, the 
development of numerous new 
problems and difficulties. 
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They used to tear down drives 





low stretch and high flex life 
BUT NOW YOU CAN MAKE THEM 


_—— best proof of the savings and spec- 
tacular performance which Goodyear 
COMPASS Cord belts have been delivering is 
the trouble a wise man would take to install 
them. 














Experience showed that — once installed — 
they outlasted other belts by as much as ten i 
to one. a Be 


; 
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So, when necessary, plants tore down drives a. 
and tore out walls to put this money-saving 


belt on the job. 


But the G. T. M. (Goodyear Technical Man) 
wasn’t satisfied to let it go at that. There 
must be some way —he figured —to settle 
this difficulty ——some way to install the belt 
so it wouldn’t have to be tailor-made for 
every drive. 


So he put the problem up to headquarters, 
and now we announce the answer —a pat- 


ented vulcanized splice — with complete 


instructions and equipment for making these 
belts endless on the job. 





‘A problem for the G.T. M. 
—how could an endless belt be installed here? 


Simple, when you know how 
How this is done—how cords 
can be dovetailed together 
—is shown by the diagrams 
pictured here. And the result 
— installed on the drive—is 
still an endless belt, with all 
the advantages which make 
the Goodyear COMPASSCord 
belt the first major improve- 
ment in belt design in fifty 
years. 
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-even remodel walls to get the 
of Goodyear COMPASS CORD 


ENDLESS BELTS— 


ENDLESS RIGHT ON THE JOB! 


It gets its long life and freedom from ply 





on a pulp mill beater drive —ten times the 


separation from the fact that it has no load- service of previous belts.” 
carrying plies to cause internal chafing at *33 months on an oil field pump drive —with- 


the pulleys. The load is carried by a single 


out service interruption — and still going 
layer of cords or “ropes,” laid side by side, 


strong. Previous belt broke five times in less 
than 5 months — total life only one-sixth the 
COMPASS belt record.” 





Big Opportunity for Distributors 
This ‘latest Goodyear development opens a 
tremendous new market for COMPASS Cord 





The Goodyear patented splice — notice how cords are 
dovetailed when ends are put together. No chance of 
splice failure here 


“floated” in rubber, and sheathed in a protect- 
ing envelop built for long wear. This envelop 
is designed to stretch longitudinally, throw- 
ing the load on the cords. 


In addition —this construction makes the 





most nearly stretchless belt known. 
This special vulcanizer has been developed, available 
through Goodyear, through Goodyear distributors, 
than belts of equal horsepower capacity es or it can be purchased by customers for their own use 


COMPASS Belts, so designed, are 25% thinner 


which means that they stand up under flexing— 


2 Endless Belts—on countless drives where 
even on small pulley and reverse bend drives. 


installation was heretofore impossible. The 


How COMPASS stands up vuleanizer can be purchased by Goodyear 
The case histories of this spliceless, plyless, distributors who will be licensed by Goodyear 
to make the patented splice. For further in- 


formation, write today to Goodyear, Akron, 


long-lived belt include literally thousands of 
such records as this: 


"53 months unfaltering, trouble-free service Ohio, or Los Angeles, California. 
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BELTS + MOLDED GOODS ’ HOSE ° PACKING 
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TEN YEARS AGO IN MILL SUPPLIES 


















— 


A.C. RYNDERS, PRESIDENT, WHITE 
STAR COMPANY, WICHITA, KANSAS, 
CONTRIBUTED AN ARTICLE TO 


! MILL SUPPLIES ON “SOME 
"THOUGHTS ON FRIENDLINESS IN 
‘] QNAT LUSTY YOUNGSTER OF THE PULVER BUSINESS.” IN WHICH HE POINTED 
BOYS--THE PULVER MACHINISTS TOOL COMPANY OUT THE DESIRABILITY OF 
CHICAGO -- WAS BORN TEN YEARS AGO. PLEASANT AND COOPERATIVE 
BUSINESS FRIENDS WHO ATTENDED THE RELATIONS BETWEEN DISTRIBUTORS. 
OT! ANNIVERSARY PARTY, HELD FEBRUARY 23 

LAST, AGREE THAT THE PULVERS HAVE 
A BABY TO BE PROUD OF. 



















“CoN” 
KIE lTy~° 











WE CAN WELL IMAGINE THAT 
Q@HE STAGE WAS ALL SET FOR MELROSE HOLMGREEN, NOW GENERAL 
ANOTHER FORWARD STEP WHEN OFFICIALS | MANAGER OF THE ALAMO IRON 
OF THE SMITH BROTHERS HARDWARE WORKS. BUT THEN A COMPARATIVE 
COMPANY, COLUMBUS, OHIO,LET THE YOUNGSTER LOOKED ON WITH INTENSE 
CONTRACT FOR A NEW BUILDING SIX INTEREST AT THE OPENING OF THAT 
STORIES HIGH WITH BASEMENT. COMPANY'S BROWNSVILLE BRANCH. 
D E AGO. 
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BILL.HAVE You ) (I'LL SAY, AND - 
SEEN THIS NEW | | DOES IT MAKEA 


















t=CUTTING RAKE FOR 
| MATERIAL THREADED 










iS At a : ; | 
iA) p 
N“ Is Y Note the new rear radial cut- 
a ting surface, termed the 
SES CO Cd ure “radial heel.” This improve- 
ment tremendously increases 
; the life and performance of 
the die. When backing off 
TO INCREASE ACORN DIE SALES after a cut, it cleans the chips 
from the newly cnt thread 
and prevents scoring or tear- 
ing which sometimes occurs 


ai h oe : when old style “heels” 
This salesman believes it is more profitable to se// a catch chips. 


line than to just “handle” it. Point out this improvement 
to every “Acorn” Die user. 
; : ” It keeps them sold. 

y ° “é nl 

When this new feature of “.4corn” Dies was announced 


last year he put one in his pocket, and every time he 

got near a possible prospect, out it came—accidental 

like. 

TAPS, pis, \ 
TWIST DRILLS, 

REAMERS, GAGES, 

SCREW PLATES, PIPE 

TOOLS, SCREW 

EXTRACTORS 
= = 

There's More Money 


He has sold many extra “corn” Dies to old and new 









customers, because he has demonstrated on the spot 


why the new “.f/corn”’ Die is better. 





Any salesman can double or treble his sales of “.fcorn”’ 


Dies by this little trick—merely carry the die. Bring 







it out—show it to your prospects—let them handle it, 


and point out the radial heel that prevents scored 





threads (see description at right). You will find that 


in Stocking the 


actually showing ‘“4corn” Dies, and other “Greenfield” 


tools too, gets orders. 
















New York: - - 15 Warren St. 
GREENFIELD TAP AND DIE Chicago: 611 W. Washington Blvd. 
ATI © N Detroit - - 228 Congress St. W. 
GREENFIELD, MASS..U.S.A. 
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THE TREND OF SUPPLY SALES 
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100— Average monthly sales, 1923-1925 


January sales up from December and January 


last year. 


@® The best January business in some years 
pushed the Sales Indicator to 64.5, an increase 
of nearly six percent over December and a like 
amount over January, 1934. 
A gain over December was reported by every 


section of the country excepting the Middle 


Western States, where the index dropped from 
60.9 in December to 56.4 in January. However, 
an unusually good December jumped the Indi- 
cator for this section to a higher point than that 


Orders smaller, increase in number. 


reached the previous month, while all other sec- 
tions suffered decreases. 

The average number of orders received by 40 
reporting distributors in January was 1747, as 
compared with 1549 in December, 1770 in Novem- 
ber and 1716 in October. Each of these houses 
received an average of 67 orders per day against 
62 in December and 71 in November. The size 
of the average order dropped slightly to $14.38 
from $14.88 registered in December. 








Average number of orders received per house during month .......... 1747 
Average number of orders received per house each working day........ 67 
ee ere eee err Se eee $14.38 
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REFERENCE 


CATALOG 
FOR YOU 





Your Customers Will Buy 
Savings Like This 


It’s easy to sell Medart Power Transmission and Special 
Equipment by showing your customers how to cut power 





transmission costs! Here’s a typical example: 


By realigning the drives on 4 Ammonia Compressors — 
each operating through an individual clutch, to permit 
starting load regulation—the Ice and Cold Storage Plant 
illustrated above is now able to take advantage of a low- 
er power rate and thus save from $600 to $800 a year. 


The Medart Line is Complete — you can offer your cus- 
tomers every advantage of Power Transmission Savings 
...You Get Service and you can give your customers 


Oot te NY Baier Retenan Sep service on any requirement...You Get Sales Assistance that 
alogs— containing Engineering Data, 
Prices and Discounts for quick esti- really helps you sell... You Get the Advantages of Medart’s 


mating and Helpful Information for 
everyday use. Ask for 56G, ‘’Gears” 
— 56V, ‘’V-Belt Drives’’ — 56T, “’Gen- a 
eral Power Transmission Equipment”. Send for your copies of New Medart Reference Catalogs 


shown at left. 


Distributor Policy—details on request. 


THE MEDART COMPANY, General Offices and Works. 3514 DeKalb St., St. Louis, Mo. 


Engineering Sales Offices: Cincinnati, Cleveland, New York, Philadelphia, Buffalo, Chicago, Pittsburgh, 
New Orleans, San Francisco, Los Angeles, Dallas, Denver, Charlotte, Birmingham, Milwaukee 





' EVERYTHING IN POWER TRANSMISSION & SPECIAL EQUIPMENT 
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NORTH ATLANTIC STATES 


A slight drop, from 62.9 in December to 60.9 in January, featured 
movement of the Sales Indicator for this section but left the index at a 
point slightly higher than in January, 1934. Average order during month 
was $13.62, compared with $14.00 in December and $12.10 in November. 


SOUTHERN STATES 
A sizeable increase was experienced among Southern distributors in 
January, forcing the Indicator from 61.7 in December to 73.0 in January. 
The size of the average order in this section was $16.01, as compared 
with $14.70 in December and $15.11 in November. 


MIDDLE WESTERN STATES 


After reversing the national downward trend in December, the Middle 
Western Sales Indicator falls off in January to 56.4 from 60.9 in December. 
The average order dropped in size as compared with the previous month, 
the January figure being $13.10, while that for December was $16.12. 


WESTERN STATES 


The Western States Indicator starts the year off with a nice increase 
over January, 1934, registering 77.6 for the past month. Orders continue 
small in this section, the average being only $11.10. A decrease, largely 
chargeable to the smaller number of working days, is expected in 
February. 


PACIFIC COAST STATES 


Regaining most of the ground it lost, the Pacific Coast Indicator rises 
to 63.9 from 54.0 in December. The average order in this section in Janu- 
ary amounted to $21.00, considerably above the level for the country as a 
whole. 
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ADVERTISEMENT 









appearing in 


Buildings and Building Management 


\ West Coast Lumberman 

\ Construction Methods 

\ Mill . at 

| 1e™ \ imberman 


Also other issues of: 


Petroleum Engineer 
National Engineer 
Pit and Quarry 
Petroleum World 
Oil Weekly 





 W Reasons Why 


distributors find Wickwire Spencer 


| Wire Rope desirable merchandise to carry 


1. Uniform High Quality 5. Engineering Service 

2. Completeness of Line 6. Real Sales Assistance 
3. Quick Stock Deliveries 7. National Advertising 
4. Fair Competitive Prices 8. Local Advertising Plan 


WRITE FOR PROPOSITION 
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JMC HOLDS TWO 
IMPORTANT SOUTHERN MEETINGS 


Meeting of the Purchasing 
Agents Association of Birm- 
ingham, Alabama, held at the 
Tutweiler Hotel, February 7. 
W. E. Cain presented the 
Joint Merchandising Com- 
mittee Survey to this group. 


New Subscribers Enrolled 


® The ninth local meeting with 

purchasing agents sponsored 
by the J.M.C. (since Septem- 
ber) was held the evening of 
February 7 with the Purchas- 
ing Agents Association of Bir- 
mingham, Alabama. Under the 
leadership of their local Presi- 
dent, H. C. Green, Purchasing 
Agent of the Gulf States Steel 
Company, the members gath- 
ered for dinner at the Tutweiler 
Hotel. Following a short busi- 
ness session after dinner, the 
buyers moved to an assembly 
room and were joined by a num- 
ber of local distributors and 
their salesmen to hear the 
J.M.C. survey, which was pre- 
sented by William FE. Cain, 
executive secretary. 

The meeting was well at- 
tended, including buyers from 
the most important industries 
in the Birmingham territory. 

William Given, vice-president 
and S. Jemison of Young and 
Vann Supply Company, C. C. 
Blackwell and J. M. Bates of 
Moore-Handley Hardware Com- 
pany and W. A. Shepard of the 
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Long-Lewis Hardware Company 
made the necessary arrange- 
ments in effecting this meeting. 

The Purchasing Agents Asso- 
ciation of New Orleans heard 
the J.M.C. survey data at its 
regular monthly meeting the 
evening of February 11 at the 
Jung Hotel. J. M. Kinabrew, 
vice-president of the Standard 
Supply and Hardware Company, 
obtained the appointment for 
the J.M.C. and was a guest of 
the buyers. 

R. H. Garrot, purchasing 
agent of the United Fruit Com- 
pany and president of the local 
Purchasing Agents Association, 
conducted the meeting and after 
the J.M.C. survey was _ pre- 
sented, led an open discussion 
on the possibilities of co-operat- 
ing more effiectively with dis- 
tributors. Many of the most im- 
portant buyers in the territory 
were present at this meeting 
and they were somewhat famil- 
iar with and very much inter- 
ested in the J.M.C. material as 
a result of the co-operation given 
by the National Purchasing 


Agents Association in dissem- 
inating certain information fur- 
nished by the committee. 


® Recent additions to the Joint 

Merchandising Committee’s 
subscription roster include: The 
Case Crane and Kilbourne Jacob 
Company, Alexander Brothers, 
Incorporated, Dayton Safety 
Ladder Company, Fisher Gov- 
ernor Company, Globe Woven 
Belting Company, Indianapolis 
Brush and Broom Company, 
Standard Pressed Steel Com- 
pany and Wickwire Spencer 
Steel Company, manufacturers; 
and The Perry Supply Com- 
pany, Young and Vann Supply 
Company, Bluefield Hardware 
Company, Corinth Machinery 
Company, Kentucky Mine Sup- 
ply Company, The W. M. Pat- 
tison Supply Company, Sees and 
Faber Company, Incorporated, 
Empire Machinery and Supply 
Corporation, Tidewater Supply 
Company and The Henry Walke 
Company, Incorporated, distrib- 
utors. 
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Fee manner in which a bronze bar is cast has 
as much to do with its quality—physical proper- 
ties—as the alloy from which it is made. A 
rigidly standardized casting technic assures the 
maximum of quality in every Bunting bar. 
121 stock sizes. Cast in 13’ lengths. Ma- 
chined and centered. 


What do you know about industrial Bab@Rt? 
Bunting Babbitt offers many exclusive and valu- 
able advantages to the user, one of which is the 
lowest coefficient of friction of any general 
purpose Babbitt in today’s market. 


MERCHANDISING POWER 


, IS easier to sell a well-known thing than a 
similar thing not so well known or not known at all. 
The responsibility of The Bunting Brass & Bronze 
Company and the quality of its products are well 
known and respected by executives, engineers and 
machinists wherever such products are used. All 
Bunting products are consistently nationally ad- 
vertised to your customers and have been so pub- 
licized for years in: Automotive Industries, S. A. E. 
Journal, Electrical Manufacturing, Product En- 
gineering, Machine Design, Iron Age, Modern 
Machine Shop, Mill Supplies, Factory Manage- 
ment & Maintenance, Mill & Factory, Motor 
Service, American Machinist, and Machinery. 


Repeat business, which averages down the sales 
cost and increases profit to dealer and salesman, 
comes in larger volume from customers who find 
satisfaction in the use of things sold to them. 
Bunting quality makes satisfied, loyal customers. 
It sells itself and becomes an active sales force as 
well as an item of stock. 


Bunting products are distributed under a construc- 


tive policy that not only recognizes but aids the 
wholesaler and his salesmen. Experience has 
proved to scores of dealers that it pays to concen- 
trate on the Bunting lines. 


THE BUNTING BRASS & BRONZE COMPANY 


TOLEDO, OHIO 


BRONZE BUSHINGS -« 


Branches and Warehouses in All Principal Cities 


MACHINED AND CENTERED BRONZE BARS 
ANTI-FRICTION METAL 
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Two Thousand Visit 
Fine Shadbolt Show 


Pictures tell story of interest in this, the 
fifth exhibit of its kind staged by the Shad- 
bolt and Boyd organization, Milwaukee. 
Veterans in this type of promotion, their 
technique warrants considerable study. 


ERHAPS the most successful clinic, or exhibit, yet 

conducted by the Shadbolt and Boyd Company, Mil- 
waukee, was staged on the occasion of the annual Mil- 
waukee Automobile Show, from January 14 to 18, in- 
clusive. This was the fifth clinic of this type fostered 
by the 72-year-old Milwaukee house. 

The Shadbolt and Boyd Clinic, however, was entirely 
separate from the automobile show. It was given in the 
Plankinton hotel, and was an industrial, as well as an 
automotive exhibit. In fact, the “show” was designed 
to demonstrate the complete service rendered by Shad- 
bolt and Boyd, and equal prominence was given to the 
activities of the industrial, automotive, and lumber and 
wood departments. 

While more people attended this five-day exhibit than 
were present at last year’s clinic, which con- 
sumed eight days, there being an attendance 
of approximately 2,000 this year, it was not 
the number of people visiting the displays, 
but the type of visitors and the interest they 
showed that especially pleased company offi- 
cials. Officers of industrial plants in Milwau- 
kee and surrounding territory, plant buyers, 
engineers, department heads, operatives— 
men definitely interested in the products on 
display—were the type of people who at- 
tended, and company officials stated they be- 
lieved that there was scarcely an industrial 
plant of any importance in Milwaukee or its 
environs which was not represented by one 
or more callers. 

Some were from as far away 
as Sault Sainte Marie, Trav- 
erse City and Iron Mountain. 
Typical of the interest shown 
was that of one purchasing 
agent who brought his plant 
superintendent and chief engi- 
neer down to the hotel and spent 
the entire afternoon with them, 
visiting the various exhibits and 
studying the products on dis- 
play. Keen interest was dis- 
played by these visitors. 

Shadbolt and Boyd officers, 
salesmen and other employes of 
the company cooperated to the 
fullest. (Continued on page 37) 
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BULL DOG: 


HE belt for “Supreme Duty”. 
severest possible service under the most difficult 


This means the 


conditions. Bull Dog conveyor belts carry the 
extremes of weight and abrasion that ores, crushed 
rock and other mine and quarry materials can 
inflict. Bull Dog is the belt to specify whenever 
you have a most difficult and exacting conveying 
problem. 


These are the construction details. Weight of duck 


—28, 32 and 36 oz. Tensile strength of covers— 
3500 to 4000 Ibs. Friction between plies—20 to 
24 Ibs. Breaker strip when specified. 


BOSTON 


WOVEN 


* SILVER KING 


4 your conveying job consists of crushed stone 

broken glass, sharp sand, cement rock, lump coal 
char, wet sugar and similar materials, we recomment 
Silver King. 


This belt is built for “Superior Duty”. It is dep 


signed for all heavy duty work which does ne 
require the supreme quality of Bull Dog. 


The weight of duck used is 28, 32 and 360 
Tensile strength of covers—2500 to 3000 Ibs. Frie 
tion between plies—16 to 19 Ibs. Breaker stip 
when specified. 


.  e 
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AUROCHS - -|RONCLAD - 


E call Aurochs our “Hard Duty” belt be- HIS is the popular “Average Duty” belt. Iron 
cause it is designed for general all-around Clad is built with the same careful construction 

@ard duty such as coarse gravel, sand, hard coal and and superior materials found in all B.W.H. belts, with 
ihe ordinary run of stone and rock. Specify Aurochs the details of construction scaled down to be thor- 
herever conditions call for a high quality belt, oughly competitive in price—a belt that is econom- 
better than average in general quality, but where the ical to install, efficient in service. We recommend 


xpense of Silver King or Bull Dog is not justified Iron Clad for handling small sized stone, ordinary sand 
by the actual service involved. and gravel, soft coal, cement, lime, chips, pulp, fine 
| Itis constructed of 28, 32 and 36 oz. duck. Ten- crushed stone and for general conveying service. 
Bile strength of covers—1400 to 2000 Ibs. Friction Weight of duck—28 and 32 oz. Tensile strength 
tetween plies—12 to 15 Ibs. Breaker strip when of covers—800 to 1000 Ibs. Friction between 
ecified. plies—12 to 15 Ibs. 
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TAKES THE WEARDpP 





THE POWER BELT 
CARRIES THE LOAD 


he most important development in the history of belt conveying 


Ghe DUPLEX SYSTEM 


definitely lowers your cost per ton 


HIS statement is easily proved—trom actual operating records. 

The Duplex System saves money because it is built on a new 
principle—a power belt traveling over the regular head and tail 
pulleys, and a separate removable wear-sheet which rides on the 
power belt's back and runs over extra head and tail pulleys to keep 
it in proper alignment. The power belt transmits the motive power; 
the wear-sheet carries the load and absorbs the wear. 


Repeat orders prove its value. Several plants that originally 
installed but one now have from two to five Duplex Systems running, 


with further installations scheduled as fast as old style conveyor 
belts wear out. 


Permit our engineers to go over your specifications and deter- 
mine how you can profit by the Duplex System, the most important 
development in the history of belt conveying. 


Don’t stay on the old basis, “When the cover is gone, the 
belt is gone’. 





CONVEYOR BELTS 
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Shadbolt Show 


(Continued from page 32) | 








extent with many mamta. 
ers’ representatives in rendering | 
the finest kind of service to the | 
hundreds of interested visitors. | 

Executives of the Shadbolt | 
and Boyd Company who were re- 
sponsible for the success of the | 
affair are: P. M. Davis, presi-+ 
dent; H. C. Norman, vice-presi- | 
dent and sales manager; H. F. 
St. George, vice-president, in) 
charge of the industrial depart- | 
ment; Herman Hummel, vice-| 
president, in charge of the lum- 
ber and wood department; F. H. 
Suter, vice-president, in charge 
of the automotive department, 
and R. E. Senske, assistant sales | 
manager. Manufacturers who) 
displayed and the representa- | 
tives in charge are as follows: | 
Abrasive Company, J. D. Buck-| 
ley; Simonds Saw and Steel| 
Company, Harry Bauman; Des- 
mond -Stephen Manufacturing | 
Company, Roy Sweet; Atlas} 
Press Company, H. S. Allister;| 
Jacobs Manufacturing Company, 
Ray Clark; Allen Manufacturing 
Company, Arthur Jameson; 
Cleveland Twist Drill Company 





ro, 











Andy Ireland; 





Goddard & God- 


dard, C. S. Goddard; 


Minnesota 


Mining and Manufacturing Com- 
pany, William Scott; The Key- 
stone Lubricating Company, T. 
A. Jarr: The Black and Decker | 
Manufacturing Company, Ted | 
Belling; Alemite Corporation, G. 
B. Brainard and F. A. Sylvester; 
Totalite, George Allen; Black- | 
hawk Manufacturing Company, | 
Fred Pierce; Walker Manufac- | 
turing Company, F. Wells; Cur- | 
tis Pneumatic Machinery Com- 
pany, Ted Rolf; The Republic) 
Rubber Company, William | 
Clarke; The L. S. Starrett Com-| 
pany, C. E. Mussotter; Stoody | 
Company, Jack Menzies; Detroit | 
White Lead Works, E. Magnu- 
son; Revere Copper and Brass, 
Incorporated, George W. Wilson; | 
Master Welders, W. A. Slusher; | 
K. W. Graphite, H. C. Williams; 
The DeVilbiss Company, E. F. 
Holly; Albertson Company, Al| 
Kihm; Smith Welding Equip- 
ment Corp., M. B. Hitchcock. 
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$4 STRENGTH 
THEY 









TRIMO-ALLOY’ 
PIPE WRENCH 






flew” 


It’s easier to sell a pipe 
wrench whose unquestioned 
strength and safety result 
from all steel construction, 
drop forging throughout, 
and all-alloy steel from jaw 
to handle. 

The increased safety and 
strength of TRIMO-ALLOY 
are advertised and recog- 
nized throughout the indus 
trial market. 


TRIMONT MFG. CO. INC. Roxbury (Boston), Mass. 
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ALEMITE Announces A 





HL-25 25-Pound Electric 
Powergun 


A 25-pound capacity electric unit designed for use 
where high pressures are required and electric 
outlets are available. Powered by a rugged, heavy- 
duty universal motor. Handles viscous, regular 
or gear-type lubricants. Delivers 12 ounces of lu- 
bricant per minute. Develops 4,500 to 5,000 Ib 
pressure. Comes complete with 12-foot electric 
cord, 7-foot hose and new-type control valve 


HP-25 25-Pound Pneumatic 
Powergun 


For same use and purpose as HL-25 except air 
operated. Operates on 80 to 200 pounds air pres- 
sure. Develops 34 times air pressure used. Deliv 
ers 10 ounces of lubricant per minute at 125 Ibs 
of air pressure. Comes complete with 7-foot ho ¢€ 
and new-type control valve. 


New High-Draulic 
Coupler 


Obtains maximum pressure with- 
out leakage. Eliminates adapters 
and hose. Gives double sealing on 
fitting, both inside and out. 






Industrial 


Every Customer on Your List Is a Live Pros- 
pect for This New Powerized Barrel-to-Bearing 
System — It Doubles Your Market 


® Once again Alemite comes through with the great- 
est jobber profit proposition in the industrial lubrica- 
tion field! Think of it! A complete new line of 
Powerized Barrel-to-Bearing equipment that any plant 
can afford and can use with economy—a host of new 
labor-saving and safety features—plus the biggest 
industrial advertising and merchandising campaign in 
Alemite history! That's the kind of news live-wire 
salesmen have waited for —the kind of proposition 
they can really “get their teeth into” and make them- 
selves some handsome profits in 1935. 


With this new Alemite Powergun Equipment every 
plant operator is a prospect. Every name on your list 
isa “hot” lead. For, regardless of the size of a plant, you 
can sell a Powerized Barrel-to-Bearing System that 
will definitely and positively cut lubrication costs, at a 
price anyone can afford to pay. Your market is actu- 


ally doubled. 


Don’t wait another day. If your office hasn’t already 
obtained complete information and the new catalog 
on this new line, ask them to do so immediately. Or 
better still fill in the attached coupon and mail it 
today. There’s no obligation. Send the coupon now. 


ALEMITE CORPORATION 


(Div. of Stewart-Warner Corp’n.) 
1886 Diversey Parkway 








Chicago, Illinois 


eer | 
\e 








Model 6422 One-Pound Pneumatic Powergun 


Designed for use where high-pressure 
lubrication is necessary and a small 
capacity gun is adequate. Handles 
fibrous ,viscous and regular lubricants. 
Operates on 100 to 200 pounds of air 


pressure. Delivers 3 ounces of lubri- 
cant per minute at 125 pounds of air 
pressure. Develops 33 times air pres- 
sure used. One-hand operation. New- 
type control valve. 


MILL SUPPLIES 
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Complete New Line of 
_ Lubricating Equipment 








ate mite — 


HR-25 Heavy-Duty 
Pneumatic Powergun 


A 25-pound capacity unit designed to 
handle extremely fibrous and heavy 
lubricants. Operates on 100 pounds 
ir pressure. Delivers 12 to 18 ounces 
per minute of fibrous lubricant at 150 
to 200 pounds air pressures. Develops 
42 times air pressure used. Complete 
vith 10-foot volume high-pressure hose 
ind new-type control valve 





HR-32 Heavy-Duty 


Electric Powergun 





HL-100 100-Pound Low- 
Pressure Pneumatic Powergun 


Designed to pump fluid gear lubricants from 
original container. Rapidly fills gear hous- 
ings, large bearing cavities or wherever a 
metered amount of lubricant is required 
Handles all grades of fluid gear lubricants 
Delivers 5 to 14 pounds of lubricant per 
minute at 125 pounds of air pressure. Comes 
with 4!/,-ft. hose, meter and control valve 


A 32-pound capacity unit designed to 
the same use and purpose as HR-25 ex- 
cept powered by 1, H.P. electric mo- 
tor. Delivers 7 ounces of lubricant 
per minute. Develops 4,500 pounds 
lubricant pressure. Comes complete 
with 10-foot volume high-pressure 
hose and new-type control valve 





(Right, center) 


HP-100 100-Pound High- 
Pressure Pneumatic 


Powergun ; dee 
Conver any Sibeeund bidcus ener Please send me, free and postpaid, a copy of your new Alemite Industrial Equipment Catalog. 
tainer into a powergun. A_ sturdy, 
rugged gun designed for use where 
high pressures and large lubricant de- 
livery are required. Ideal for assem- 
bly fine lubrication. Air pressure re- Address 
quired: 100 to 200 pounds. Delivers 
18 ounces of lubricant per minute at i 
125 pounds air pressure. Develops 33 NIRS enhoas seetcnneeenees tn tenatnan sesame ee teate eneeesteen pans tacece State 
umes the air pressure available. Comes 
complete with 7-foot, 20,000-pound- 
Pressure hose, new-type control valve 
and adapter. 


ALEMITE CORPORATION 
(Div, of Stewart-Warner Corp'n.) 
1886 Diversey Parkway, Chicago, Illinois 
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ALEMITE Announces A 
Industrial 











HL-25 25-Pound Electric 
Powergun 


A 25-pound capacity electric unit designed for use 
where high pressures are required and electric 
outlets are available. Powered by a rugged, heavy- 
duty universal motor. Handles viscous, regular 
or gear-type lubricants. Delivers 12 ounces of lu- 
bricant per minute. Develops 4,500 to 5,000 Ib-. 
pressure. Comes complete with 12-foot electric 
cord, 7-foot hose and new-type control valve 


HP-25 25-Pound Pneumatic 
Powergun 


For same use and purpose as HL-25 except air 
operated. Operates on 80 to 200 pounds air pres- 
sure. Develops 33 times air pressure used. Deliv 
ers 10 ounces of lubricant per minute at 125 Ibs 
of air pressure. Comes complete with 7-foot ho-e 
and new-type control valve. 


New High-Draulic 
Coupler 


Obtains maximum pressure with- 
out leakage. Eliminates adapters 
and hose. Gives double sealing on 
fitting, both inside and out. 


Every Customer on Your List Is a Live Pros- 
pect for This New Powerized Barrel-to-Bearing 
System — It Doubles Your Market 


® Once again Alemite comes through with the great- 
est jobber profit proposition in the industrial lubrica- 
tion field! Think of it! A complete new line of 
Powerized Barrel-to-Bearing equipment that any plant 
can afford and can use with economy—a host of new 
labor-saving and safety features—plus the biggest 
industrial advertising and merchandising campaign in 
Alemite history! That's the kind of news live-wire 
salesmen have waited for —the kind of proposition 
they can really “get their teeth into” and make them- 
selves some handsome profits in 1935. 


With this new Alemite Powergun Equipment every 
plant operator is a prospect. Every name on your list 
isa “hot” lead. For, regardless of the size of a plant, you 
can sell a Powerized Barrel-to-Bearing System that 
will definitely and positively cut lubrication costs, at a 
price anyone can afford to pay. Your market is actu- 


ally doubled. 


Don’t wait another day. If your office hasn’t already 
obtained complete information and the new catalog 
on this new line, ask them to do so immediately. Or 
better still fill in the attached coupon and mail it 
today. There’s no obligation. Send the coupon now. 


ALEMITE CORPORATION 


(Div. of Stewart-Warner Corp’n.) 


1886 Diversey Parkway Chicago, Illinois 
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Model 6422 One-Pound Pneumatic Powergun 


Designed for use where high-pressure 
lubrication is necessary and a small 
capacity gun is adequate. Handles 


pressure. Delivers 3 ounces of lubri- 
cant per minute at 125 pounds of air 
pressure. Develops 33 times air pres- 


fibrous ,viscous and regular lubricants. 
Operates on 100 to 200 pounds of air 


sure used. One-hand operation. New- 
type control valve. 


MILL SUPPLIES 
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HR-25 Heavy-Duty 
Pneumatic Powergun 


A 25-pound capacity unit designed to 
handle extremely fibrous and heavy 
lubricants. Operates on 100 pounds 
air pressure. Delivers 12 to 18 ounces 
per minute of fibrous lubricant at 150 
to 200 pounds air pressures. Develops 
42 times air pressure used. Complete 
with 10-foot volume high-pressure hose 
and new-type control valve 


HR-32 Heavy-Duty 
Electric Powergun 


A 32-pound capacity unit designed to 
the same use and purpose as HR-25 ex- 
cept powered by '/, H.P. electric mo- 
tor. Delivers 7 ounces of lubricant 
per minute. Develops 4,500 pounds 
lubricant pressure. Comes complete 
with 10-foot volume high-pressure 
hose and new-type control valve. 


(Right, center) 


HP-100 100-Pound High- 
Pressure Pneumatic 
Powergun 


Converts any 100-pound lubricant con- 
tainer into a powergun. A_ sturdy, 
rugged gun designed for use where 
high pressures and large lubricant de- 
livery are required. Ideal for assem- 
bly line lubrication. Air pressure re- 
quired: 100 to 200 pounds. Delivers 
18 ounces of lubricant per minute at 
125 pounds air pressure. Develops 33 
times the air pressure available. Comes 
complete with 7-foot, 20,000-pound- 
pressure hose, new-type control valve 
and adapter. 
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Complete New Line of 
Lubricating Equipment 

















ALEMITE CORPORATION 
( Div. of Stewart-Warner Corp'n.) 
1886 Diversey Parkway, Chicago, Illinois 


Please send me, free and postpaid, a copy of your new Alemite Industrial Equipment Catalog. 
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HL-100 100-Found Low- 
Pressure Pneumatic Powergun 


Designed to pump fluid gear lubricants from 
original container. Rapidly fills gear hous- 
ings, large bearing cavities or wherever a 
metered amount of lubricant is required 
Handles all grades of fluid gear lubricants 
Delivers 5 to 14 pounds of lubricant per 
minute at 125 pounds of air pressure. Comes 
with 4'2-ft. hose, meter and control valve. 

















KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 





Cleveland Tool Head Dies 


® F. Conrad Wittich, president, 

Cleveland Tool and Supply 
Company, Cleveland, Ohio, died 
February 7, after a long illness. 
He was 65 years of age. 

Mr. Wittich, together with 
C. C. Coventry, and one or two 
others, organized the Cleveland 





F. C. WITTICH 


Tool and Supply Company in 
1897, serving as its vice-presi- 
dent until Mr. Coventry’s death 
in 1930. He was wideiy known 
both to the industrials of the 
Cleveland district and to many 
distributors and manufacturers 
of industrial supplies. 


Exhibit at Road School 


® Shadbolt and Boyd followed 

right on the heels of its fine 
Milwaukee Clinic with a display 
in the Lorraine Hotel, Madison, 
Wisconsin, January 22, 23 and 
24, in connection with the road 
school for contractors and high- 
way commissioners. The follow- 
ing manufacturers represented 
by Shadbolt and Boyd cooper- 
ated in this display: The Repub- 
lic Rubber Company, American 
Fork and Hoe Company, Skelton 
Shovel Company, Wickwire 
Spencer Steel Company and the 


40 


manufacturer of Timken rock 
bits. H. F. St. George repre- 
sented Shadbolt and Boyd. H. C. 
Norman was also to have been 
present, but was unable to go 
because of illness. 


Realigns Branch Offices 


@ The E. L. Blake Company, 

Billings, Montana, has discon- 
tinued some of its branch of- 
fices, with the idea in mind of 
establishing offices at points bet- 
ter adapted to its needs as new 
business develops. The first 
new branch to be added under 
this plan is in Lewistown, Mon- 
tana, which is in charge of B. 
E. Kane, a new man in the or- 
ganization but with long experi- 
ence as an oil man. 


Alberter Sales Manager For 
Somers, Fitler & Todd 


® Somers, Fitler and Todd Com- 

pany, Pittsburgh, announces 
the appointment of E. L. Al- 
berter as sales manager, effec- 
tive February 16. Mr. Alberter 
has been connected with the 
company since January, 1910, 
performing various duties in the 
sales department, and salesman 
in central Pennsylvania terri- 
tory. Later Mr. Alberter be- 
came city salesman which posi- 
tion be held until this latest 
appointment. 


Mohr-Jones Promotes 
George Miller 


® George Miller, who for the 
past eight years has been in 
the mill supplies department of 
Mohr-Jones Hardware Company, 
Racine, Wisconsin, has been pro- 
moted to the position of outside 
salesman covering the southern 
part of Wisconsin for the firm. 





Benson Drops Dead 
at Roadside 





L. A. BENSON 


® Collapsing after his car had 
run off the road near Towson, 
Maryland, Lee Ashby Benson, 
president, the L. A. Benson 
Company, Incorporated, Balti- 
more, died on February 18. 

Mr. Benson, who had been in 
the supply business all of his 
life, was formerly connected 
with the Carey Machinery and 
Supply Company and The Fair- 
banks Company. He organized 
his own company in 1917. 


Ryerson Expands Milwaukee 
Plant 


@ Joseph T. Ryerson & Son, In- 
corporated, Chicago, is now 
completing an extension to its 
Milwaukee plant at 244 South 
Nineteenth Street, which will al- 
most double the former ware- 
housing capacity of this plant. 
The plant proper has been ex- 
tended to almost twice its former 
length. <A _ section of the old 
warehouse has been insulated 
and rebuilt with a new central 
heating system for the storage 
of special steels. A new two- 
story modern brick office build- 
ing with sound deadening ceiling 
and other improvements has also 
been erected. The new heating 
system will provide proper dis- 
tribution of heat to prevent any 
condensation of atmospheric 
moisture spoiling the quality and 
finish of special sheets, cold fin- 
ished bars, and alloy steels. 


MILL SUPPLIES 
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HEWITT’S INCREASING SALES 
MEAN GREATER PROFITS TO YOU 


The gratifying and excellent increase in the sale of HEWITT 
Industrial Rubber Goods by distributors, is ample testimony of 
the acceptance by industrial buyers of the name “HEWITT”. 
Selling the HEWITT line means a good spread and easier 
sales, for the superiority of HEWITT is recognized by every 
industry; and a field organization of technical men plus a strong, 
comprehensive advertising program consistently support your 
efforts. We will be glad to tell you more about the profit pos- 
sibilities in the HEWITT line. 


. THE POLICY THAT GOVERNS OUR PRODUCTION 


)- 
r for (~, pe VOTO} 


Hi EWIT T CORPORATION 


BUFFALO NEW YORK 


re ahaliag nai Bi Bo inn FOR SKILL"”’ 


HOSE CONVEYOR AND TRANSMISSION BELTS PACKING 
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ATKINS 
SILVER STEEL 


HACKSAWS 


have stood up under repeated 
tests in the plant of the In- 
gersoll Steel & Dise Co., Chi- 
cago, as attested by the above 
letter from F. W. Ogden. Pur- 
chasing Agent. 


And hacksaw users” every- 
where agree to the longer life 


of “Blue End” Blades! 


' increase wour profits hi 


E. C. ATKINS 4No COMPANY 
INDIANAPOLIS, INDIANA 


BRANCHES coe ew ¥¢ 


RLEANS 


KL AMATM FALLS Ome 
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This one was hard to get but 


worth it. Henry Maddock is 
the financial and administrative 
expert of Maddock and Com- 
pany, Philadelphia. As such, 
of course, he is harder to get 
to than his brother Percy. 





Alexander Grant’s Sons An- 
nounces Personnel Changes 


®@ Alexander Grant’s Sons, Syra- 

cuse, New York, has an- 
nounced that M. Reipel has been 
made manager of its mill sup- 
plies department, and that J. 
Sessler has been added to its 
sales staff. 

The company has also taken 
on the Charles A. Schieren Com- 
pany line of belting, in addition 
to its other lines. 


EK. D. Hannan Sales Manager 
Of Farr-Better 


® Emmett D. Hannan, who for 

the last 15 years has been 
associated with the American 
Radiator Company, has resigned 
his position with that organiza- 
tion to become general sales- 
manager of The Farr-Better 
Supply Company, Paducah, Ken- 
tucky. Mr. Hannan had served 
American Radiator as district 
sales manager, with offices in 
Atlanta and Nashville. He is 
the eldest son of Ed D. Hannan, 
owner of the Farr-Better Com- 
pany, is a graduate of the Uni- 
versity of Notre Dame, with 
degrees in mechanical and elec- 
trical engineering, and is an 
authority on heating, ventilat- 
ing and air conditioning. 

Harry W. Eckland, who was 





with the H. Channon Company, 
Chicago, for a period of 11 
years, assumed the position of 
general manager of the Farr- 
Better Supply Company some 
months ago. 

These changes in and addi- 
tions to the management of the 
Paducah house have been due to 
the increased volume of busi- 
ness done by the organization 
during the last few years. The 
company carries a complete line 
of plumbing, heating, mill, mine 
and industrial equipment and 
supplies, and the sales territory 
covered includes Western Ken- 
tucky, Western Tennessee, 
Southern Illinois and Southeast- 
ern Missouri. Farr-Better was 
organized by Ed D. Hannon in 
1890, and the mill and mine sup- 
ply lines were added in 1928. 


Globe Hardware to Add 


Salesman 
® The Globe Hardware Com- 
pany, Globe, Arizona, will 


add a new salesman to its force 
shortly after the first of the 
year. Business was much bet- 
ter during 1934 than in 1933, 
due largely to P. W. A. activity. 
However, the principal sources 
of industrial business in this 
territory, the copper mines, are 
still very quiet and show small 
prospect of an immediate pick- 
up. 


Cincinnati House Distributes 
New York Belting Line 


® Plumbers and Factory Sup- 

plies, Incorporated, Columbus, 
Ohio, has been appointed dis- 
tributor of the complete line of 
mechanical rubber goods manu- 
factured by the New York Belt- 
ing and Packing Company. F. 
S. Balen is manager of the mill 
supply department of this com- 
pany. 


St. Louis Machinists Adds 
Salesmen 


®@ M. M. Dooley and D. E. Dona- 

hue are new salesmen with 
the St. Louis Machinists Supply 
Company, St. Louis, Missouri. 
Both will operate in the city 
territory, handling all of the 
company’s lines. 


MILL SUPPLIES 











A WORD ON CLOVER COATED ABRASIVES 


The Color-Stripe Line 








LL LIVE MERCHANTS TODAY are on the lookout for better sources of supply, be- 
cause quality and price — real value — is the only road to increased volume and success. 


A good, sound, independent source of supply is the answer in every case — the day of the 
other kind is past. 


Clover Mfg. Co., for thirty years the leader in Grinding and Lapping Compounds, en- 
tered the Coated Abrasives field some eight years ago — beginning in a small way with Sandpaper 
| and Emery Cloth. It has succeeded, during this time, in 
securing 14 per cent of all the Sandpaper business of the 
country. 


In recent years, Aluminous Oxide, Garnet and Silicon 
Carbide items were added to such an extent that we are now 
supplying many of the major industrials of the country. 


Recent additions to our line (some 100 items) place us 
in position to supply, from stock, practically every item in 
Coated Abrasives required by the Shelf Hardware trade, the 
Wood-Working industry and the Industrial trade. 





The rapid growth of our business has been made possible only by the high quality of our 
products and the fair price at which they have been offered — this has attracted not alone increas- 
ing volume, but also the very highest class of customers. 


The Mill Supply Jobber is our natural channel to the industrial trade, and we are pre- 
pared, therefore, to place him in a better competitive position and to render real service. 


I would appreciate the opportunity of sending samples and having 
one of our travelers call and present our attractive proposition —— I am sure 
you need us quite as much as we need you. In any event, it will pay to | 
check us up — we really have something to offer. | 








E. B. GALLAHER: 


Clover Grinding Compounds Clover Mfg. Co., Norwalk, Conn. 
You may send me, without obligation, samples of: 





Clover Color-Stripe Abrasive Papers and Cloths 


Green-Stripe Sandpaper. 


Red-Stripe Turkish Emery Cloth—for polishing. — 








Yellow-Stripe Aluminous Oxide Cloth—for cutting 


BOTH REPRESENT FULL VALUES ; hard metals. The universal shop abrasive. 








| Orange-Stripe Garnet paper—for woodworking. 
BOTH CARRY FULL PROFITS Clover Grease-Mixed Grinding Compound, 
over ater-Mixe alve-Grinding Compound. 
They Cost You Nothing to Try " 
CLOVER MFG. CO. Norwalk, Conn. Address 


Character of business 
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The 
ROUND 
AUTO 
BLOC 





HE ROUND AUTO BLOC is 
new and revolutionary in de- 
sign and performance. 


It gives you and your salesmen 
something to talk about when it 
comes to hoists. 


THE ROUND AUTO BLOC is a 
new, precision built, high speed 
hoist with the highest efficiency 
and lowest weight of any in its 
class, 


Compact and easy to handle. 


Extremely rugged with hardened 
and ground alloy steel gears. 
HELICOID GEARING adapted to 
hoists for the first time develops a 
greater degree of hoisting energy 
than heretofore obtainable in a 
hand hoist. 


TIMKEN BEARINGS, © either 


roller or ball, throughout. 


Weighs much less than the aver- 
age spur gear hoist, making it a 
great deal easier to handle and 
carry about. 

Pep up your hoist sales with a 
ROUND AUTO BLOC, as a dem- 
onstration means a sale. 

Write today for complete facts 


and prices on the new ROUND 
AUTO BLOC. 


Vanufacturers Since 1869 


DAVID ROUND 
& SON 


Cleveland Ohio 


FLASH! 

e NEW AND 
ho AMAZING 
DEVELOPMENT 
IN CHAIN HOISTS 

















H. H. “Dutch” Krudup, mill 
supply manager of W. J. Hol- 
liday and Company, Hammond, 
Indiana, braved the icy blasts 
of Lake Michigan to have this 
snap taken. The Hammond 
branch is an important section 
of the Holliday business. 


George A. Mann Dies 
@ George A. Mann, vice-presi- 

dent and sales manager of the 
Wirthlin-Mann Company, Cincin- 
nati, died in Cincinnati on Jan- 
uary 10 at the age of 61. 

Mr. Mann had been identified 
with the company for 20 years. 


Great Lakes Supply Adds 
Another Salesman 


® Great Lakes Supply Company, 

Chicago, has added G. W. 
Larmoth, sales engineer, to its 
sales staff. Mr. Larmoth was 
formerly connected with Allis- 
Chalmers Manufacturing Com- 
pany. 

The company also announced 
that it has taken on the indus- 
trial sales of American Brake- 
Bloks and the industrial brake 
linings manufactured by Ameri- 
can Brake Block Company. 


Personnel Changes in Kansas 
City Rubber 

@® Kansas City Rubber and Belt- 

ing Company, Kansas City, 
Missouri, has announced that R. 
F. Ketchum, Jr., has been elected 
treasurer and A. L. Brady, sec- 
retary. One new salesman has 
also been added to its sales staff. 

New lines taken on by this 
company include Gilmer V-belts 
and Broning V-pulley, Goodrich 
boots, and Gilmer Kable Kord 
flat belting in the endless type. 
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FIRST 





CONSOLIDATED 


CATALOG 


Tall of Best Sellers 







Live items—a book full—that’s the new tor sellers and users of quality tools. For mer- 
Catalog 41. Tool by tool we studied the lines. chants it is a “bible” of proven saleability— 
Tool by tool we separated live numbers from best sellers all. To users it brings concise, up- 
slow movers. Sentiment was forgotten. Proof to-the-minute data on all that is latest and best 
of demand was the acid test for a place in in these world-famous lines. If you haven't re- 
Catalog 41. ceived a copy, we suggest you write now for the 


Result? Catalog 41 is the Book of the Year Book of the Year. You'll find it full of interest. 


MILLERS FALLS COMPANY Greenfield, Mass. 
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“Bar nas Hack lag 7 DY 
Why Have So Many Distrib- 





utors Turned to Barnes ? 


Barnes Distributors Profit by 
Serving Better. This series of 
Messages Tells Why and How. 


¥ I. a period of less than 20 years, Barnes has grown from scratch 
to a leading position in the highly competitive hack saw blade indus- 
try. This is a fact well worth consideration. 


Why have so many distributors changed their hack saw blade buying 
habits—-in other words, changed to Barnes? The answer can only be: 
increased sales and profits. To say that another way: distributors are 


finding that the Barnes line equips them to serve their customers better. 


Six major facts are behind this. (1) Barnes is a real quality line that 
brings repeat orders. (2) It is a complete line and provides a right 
blade for every application. (3) Barnes gives its distributors, through 
its factory trained salesman in each territory, unprecedented sales 
cooperation. (4) It provides advisory service in inventories and other 
hack saw blade merchandising problems. (5) Barnes service is always 
dependable. (6) The Barnes sales policy is 100 per cent behind the 
distributor. 


Additional details on each of these facts will appear in succeeding 


messages. 


RED ARROW 
BLADES... 








| 
| 
| 





J. A. Scallan, president, Scallan 
Supply Company, Cincinnati, is 
glad that February is over. Not 
only was the company’s safe 
cracked early last month but a 
few evenings later, a fire broke 
out, doing considerable dam- 
age. Neither event interfered 
with the usual run of business. 


Welding Clinic Boosts 
Rod Sales 

@® J. Y. Biggs, president, Biggs 

and Company, Wichita Falls, 
Texas, has found the welding 
clinic to be the most effective 
method of selling welding rod 
yet devised by this company. In 
fact, sales at the last clinic, held 
in January, were very large. 

In addition, Mr. Biggs states, 
welding being a comparatively 
new field for the mill supply 
salesman, these clinics are very 
educational for the salesmen. 

“We likewise find that many 
items of mechanics’ hand tools, 
such as electric drills, reamers, 
twist drills, pipe and bolt thread- 





Made of high speed steel, 
heat treated and tempered 
under absolute electric 
control, and individually 
Rockwelled, these blades 
are cutting tools without a 
peer for a wide variety of 
purposes. A big help in 
solving today’s stainless 
and alloy steel cutting 
problems. 


Other Barnes Blades 


for Every Purpose. 





W. O. BARNES CO., INC. 


Detroit, Mich. 


BARNES 


BETTER wack saw BLADES 


1297 Terminal Ave. 
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ing equipment, are very well 
sold through demonstrations, 
and we occasionally put on a 
show covering these various 
interlocking items,” writes Mr. 
Biggs. 

“Another method of sales 
promotion which we find very 
effective is a social meeting with 
the various purchasing agents 
in our trade territory about 
once a year, at which time we 
renew our personal connections 
with most of the men with whom 
we do business.” 
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PACKING 
SALES 


ELMONT 


COOPERATION 















































Sends that sales curve. 


The surest medium of changing 
the trend of packing sales from 
“down” to “UP” is the manu- 


UPWARD tis 


eration with the distributor. 
Belmont gives you this cooperation through: 


1 Belmont Advertising appearing monthly in the leading in- 
dustrial journals, constantly acquainting industry with 
Belmont superiority—building customer good will for 
you. 


2 The Belmont Sample Kit is supplied to your salesmen, en- 
abling them to impress upon panes the quality of all 
major types of Belmont Packings. 


3 The Belmont Catalog—No. 33—not only shows the com- 

plete iine, but also contains comprehensive packing serv- 
ice recommendations to help salesmen analyze 
customers’ requirements. 


» 
we) 





Nothing has been left out of this cooperative plan 
and if you are not a Belmont distributor, you are 
fy i. an opportunity. Write today for the com- 
~\ plete Belmont sales plan. 


“‘There is a Belmont 
Packing for 
Every Service’’ 







THE BELMONT PACKING & RUBBER CO. 
Butler and Sepviva Streets, - Philadelphia, Pa., U.S. A. 
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A. J. Sherrill, owner of the 
firm of Munnell and Sherrill, 


Portland, Oregon. When this 
was taken Mr. Sherrill had just 
returned from a six weeks’ trip 
throughout the East, as far as 
New York, returning via New 
Orleans. “From the standpoint 
of a westerner,” he said, “I 
could not help but be impressed 
by the spirit of optimism ex- 
pressed all through the East. 
They were so unanimous about 
it!” 


Establishes Warehouse at 
Lewisburg 
@ Busser Supply Company, 
Lewisburg, Pennsylvania has 
announced that a complete line 
of mill supplies is now being 
carried in its warehouse in 
Lewisburg, Pennsylvania. 


Hollis Company Adds 
New Salesman 

@ G. R. Young has been added 

to the sales staff of Hollis and 
Company, Little Rock, Arkan- 
sas, and will represent that 
company in southwestern Ar- 
kansas, northern Louisiana and 
northeastern Texas. 


New Salesman for 
Owen-Richards 

@G. C. Ackis has 

pointed salesman 

eastern Alabama for Owen- 

Richards Company, _Incorpo- 
rated, Birmingham, Alabama. 


been ap- 
covering 


New Salesman for Me Junkin 
Supply 
@ Al Clarkson has been added 
to the staff of the McJunkin 
Supply Company, Charleston, 
West Virginia, as salesman. 

In addition, the company has 
taken on the line of Henry 
Disston and Sons, Incoporated, 
Tacony, Philadelphia. 
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SUPPLIES 
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THE REPUBLIC 
9-POINT POLICY 


A line ot rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited 


-“ 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 


ably be expected. 


+ 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


-M 


Freedom from competition 
from his source of supply, 
either direct or indirect, 
among the trade covered by 
his day to day solicitation, 


x» 


Selling helps of reasonable 
amounts so that his sales force 
may be given the advantage of 
specialized training and a know/l- 
edge of the product sold 


LEADERSHIP IN POLICY. PRO 
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ee the storm of the depres- 
sion from which the country is now grad- 
ually emerging, Republic never once deviated 
from its broad, cooperative distributor policy. 
Business principles which had served us so 
well in good times proved equally sound and 
strong in maintaining our leadership during 
a long period of uncertainty. 


Republic now visions a steady advance and 
expansion in business activity that will bring 
large gains in the sale of mechanical rubber 
products. It is a time for distributors to plan 
for the greatest share of those gains and it 
is the determined purpose of this institution 
to help them secure it. 


THE REPUBLIC 
RUBBER CO. 


MECHANICAL RUBBER PRODUCTS 
FOR EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 
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oretng Une 


UCT AND PERFORMANCE 
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BRUSH EXCELLENCE 











“Dura-Bilt” 
Tampico Wheel 


Wire Brushes 
Fibre Brushes 
Bristle Brushes —— 


Wire Wheel 
rush— 





Brush 


All Metal Center 





Sales every day for 
purposes 
with the Milwaukee line 


all industrial 


@ One reason why sales are steady and 
profits are constant for distributors who 
push the Milwaukee line is that it offers 
a brush for practically every industrial 
purpose. 


Each distributor call is a call on a Mil- 
waukee prospect. Whether the need 
be for a wire wheel brush, or simply a 
sturdy floor brush — whether it be for a 
fibre, bristle, or wire brush — the Mil- 
waukee distributor can be of service. 


Milwaukee specializes in industrial 
brushes, and every brush is designed to 
provide maximum efficiency, durability, 
and service. Large stocks of all standard 
items carried on hand, insuring prompt, 
dependable service. Special brushes 
for special purposes can be manufac- 
tured to order in a minimum of time. 


Have you fully analyzed the brush 
market in your territory? We shall be 
glad to give you complete information 
on our line and your profit opportunities 
with it. 





GENERAL PURPOSE SWEEPING BKUSH 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE, WISCONSIN 


2212-2236 North 30th Street 


INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 
—FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 





“Monopiit” 
Wire Wheel Brush 
with Interchangeable 
Centers 





Milwaukee Curved Back Solid 
Block Wire Brush 


= Se — oe 


MILWAUNREE BRUSH MFC 





Round Steel Wire Hand Brush 
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Our photographer found this 
trio relaxing after a day of ac- 
tivity. The place is the office 
of the Ford and Kendig Com- 
pany, Philadelphia. The men 
are J. D. McLeod, Wright 
Manufacturing Company, Ray 
E. Knell, Hewitt Rubber Cor- 
poration and C. J. Ambrogi, 
manager of the Ford and Ken- 
dig mill supply department. 


Barrett-Christie Adds Two 
Specialty Men 

@ The Barrett-Christie Com- 

pany, Chicago, has added two 
salesmen to its steam specialty 
department—John W. “Hi” 
Hieronymus, formerly with the 
Western Electric Company, and 
H. Thomas Brazier, formerly in 
the engineering department of 
the University of Chicago. Both 
men are practical engineers, 
well equipped to handle the 
steam specialties for which 
Barrett-Christie is representa- 
tive in the state of Illinois. 

Harry Barrett, president of 
the company, announces that 
his company is planning to is- 
sue a new catalog within the 
next ninety days. Plans also 
call for the issuance of regular 
sales letters at _ intervals 
throughout the year and the 
demonstration of steam special- 
ties carried by the house in 
power shows and_ engineers’ 
meetings three or four times 
during 1935. 


Buhl Sons Takes On Addi- 
tional Lines 
® Buhl Sons Company, Detroit, 
has added the lines of Clayton 
Mark Company, Chicago, man- 
ufacturers of conduit pipe; 
Paranite Wire and Cable Com- 
pany, Detroit, rubber covered 
wire; Louis Allis Company, Mil- 
waukee, electric motors, and 
Cutler - Hammer, Incorporated, 
Milwaukee, controls. 
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A NEW PRODUCT 
AND A NEW BOOK 



















This new book presents com- 
plete information regarding 
the selection of ‘“‘D-V" Drives 
for every service in condensed 
and simplified form. This 
book is being widely distrib- 
uted among users of power 
transmission equipment 


As shown in the illustration 
above, "LD" Sheaves are fur- 
nished in Arm and_ Solid 
Types. In sizes from 7.0 to 
18.0 Pitch Diameter the Arm 
Type is furnished with Interchangeable Hubs and 
Bushings. In sizes from 3.0 to 5.4 Pitch Diameter 
the Solid Type Sheave is furnished with Interchange- 
able Bushings. 


The new Dodge line of “LD” Cast Iron Sheaves for “A” and “B” 
drives opens up a new and profitable field for industrial distributors. 
Now, it is possible for industry to obtain cast iron precision ad- 
vantages at low cost. Industrial distributors who are prepared to 
supply the demand are doing a profitable and substantial business on 
this line. 


Dodge “LD” Sheaves are cast from close grained grey iron which in- 
sures smoothly machined grooves. Smooth, accurate grooves mean 
long belt life. These sheaves are well balanced and 
run true. There are no parts to work loose—no 
groove distortion. 


— 


If you are not in a position to supply the demand for 
these low-priced precision sheaves write us for com- 
plete information. 





REG.U.S = wT 


PAT. OFF. 








I.D" Sheaves are securely packed in heavy corrugated indi- 

vidual cartons and properly labeled to indicate contents 
Bushings are also packed in individual boxes and labeled 
with symbol and bore. 


DODGE MANUFACTURING CORPORATION, Mishawaka, Indiana 
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Are You “On the Job” When the 


Orders Are Being Placed? 


You cannot be present everywhere, every time an order is placed. 


But 


you can have a good catalogue at the elbow of: 
The man in the shop when he writes the requisition. 


The purchasing agent when the order is placed. 


Progressive distributors are increasingly taking steps to “be on the 
job” with fine new catalogues when the orders are being made out—to 
stimulate mail and telephone orders. 


During January more orders for industrial supply catalogues were 
placed with us than in any other January, except one, during the past 
eleven years. 


Why not investigate how easily and economically you can issue an 
up-to-date catalogue? Full information is yours for the asking. No 


obligation. 


The Lakeside Press 


R. R. DONNELLEY & SONS COMPANY | 


350 EAST 22ND STREET CHICAGO, ILLINOIS 


c* 


| 


A part of the organization of 
the Mills and Lupton Supply 
Company, Chattanooga. Left 
to right: J. B. Crimmins, presi- 
dent; L. D. Sies, manager, elec- 
trical department; Fred Rose, 
salesman, and A. M. Day, treas- 
urer. 





Chicago House to Sell 
Medart Line 


® The Machinery and Welders 

Corporation, 312-314 North 
Sheldon Street, Chicago, which 
for several years has been act- 
ing as distributor for the Gen- 
eral Electric Company welding 
equipment line, has been ap- 
pointed by The Medart Com- 
pany, St. Louis, as its repre- 
sentative and distributor on 
power transmission equipment 
in Northern Illinois, Northern 
Indiana and Southern Wiscon- 
sin. The addition of power 
transmission equipment will 
naturally broaden the sales ac- 
tivity of The Machinery and 
Welders Corporation in the ter- 
ritory it covers. A complete 
line of modern power transmis- 
sion equipment will be carried 
in stock in the Chicago ware- 
house. A branch office is 
maintained in Milwaukee. The 
transmission division of Ma- 
chinery and Welders maintains 
a complete sales, engineering 
and service organization. 


New Display Room for 
Danville House 

® Kotek’s Hardware and Supply 

Company, Danville, Illinois, 
has opened a new display room 
as part of its 1935 sales cam- 
paign. It is also planned to put 
on an extra salesman to do spe- 
cialty work, and to go after 
business aggressively through 
regular sales letters and _ in- 
creased efforts in co-operation 
with manufacturers’ represen- 
tatives. Another activity sched- 
uled for this year is an 
industrial show. 
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they bear 
the WILLIAMS name 


ILLIAMS’ CLAMPS are drop-forged from 
W: tough grade of carefully selected 
steel — then heat-treated for added strength 
and stiffness. Result? Clamps that stand up 
under the heaviest service and make 
satisfied customers. Furnished in 5 
patterns and a wide range of sizes, 
each fully guaranteed—all worthy of 


the name ... WILLIAMS. 


*Vulean”? LATHE DOGS, like 
WILLIAMS’ CLAMPS are drop-forged 
from a strong, tough grade of spec- 
ially selected steel. They carry hard- 
ened screws, hollow-head for safety, 
or conventional as desired. Williams’ 
“Vulcans” are known and accepted 
wherever lathes are used. Ask for 
literature and discounts. 
J. H. WILLIAMS & CO. 


“The Wrench People” 
75 Spring Street New York 


SUP 





Western Warehouse and Sales Office: Chicago, Ill. oo Works: Buffalo, N.Y. 
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Here is where one of the 
younger generation of salesmen 

| steps into the picture—C. E. 

Pollock, Jr. of the A. W. Davis 
Supply Company, Portland, 
Oregon—high school graduate, 
two years at Oregon State, and 
then a distributor’s salesman. 
He is the son of C. E. Pollock, 
Sr., one of the men in the busi- 
ness end of the organization. 
Young Pollock handles the gen- 
eral line in Portland and out- 
side the city. 


| Arizona Mine Supply 
Purchased by Arizona 

| Mining Supply 

'®@ On February 1 the Arizona 
| Mine Supply Company was 
| purchased by the Arizona Min- 
\ing Supply Corporation of 
Prescott, Arizona. 

E. R. Jackson and V. A. Hale 
own all of the outstanding stock 
|of the Arizona Mining Supply 
| Corporation, and it is the inten- 
| tion of both Mr. Jackson and 
| Mr. Hale to build the Arizona 
| Mining Corporation into a real 
| jobber of industrial and mining 
‘supplies and equipment. 





From the complete line of 


BROWN & SHARPE 
CUTTERS 


there's a RIGHT cutter for every job 
Get your share of profitable cutter business 


(|BS Brown & Sharpe Mfg. Co., Providence, R. I. 








Personnel Changes in 
Avery Company 





® The following changes have 

been made in the personnel 
of The M. E. Avery Company, 
Watertown, New York: M. E. 
Avery is now president and 
treasurer, and M. R. Avery is 
secretary. 

The company also announces 
that it has taken on the line of 
Linde Air Products Company, 
manufacturer of welding 
torches and material. 
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OU smile indulgently when a proud parent expounds the 


merits of his child. So strong is his bias that you discount 
his enthusiasm. 
But our bias for Thermoid is backed up by proof positive that 
Thermoid products serve industry to industry’s greater efficiency 
and profit. The Thermoid trade mark is a buying guide that shrewd 


men have found safe. Thermoid Rubber Company, Trenton, N. J. 


BELTING *« HOSE *« TUBING *« PACKINGS 
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ARMSTRONG 


TOOL HOLDERS 





The Armstrong System of 


Tool Holders 


Each a permanent, multi-purpose 
tool that effectively equals a com- 
plete set of forged tools: 


Turning Tool 
Right Off-Set Turning Tool 
Left Off-Set Turning Tool 
Drop Head Turning Tools 
(Straight, Right Off-Set, and Left Off-Set) 
Turning tool for Round Cutter 
Stellite Tool Holders 
(Straight, Right Off-Set, and Left Off-Set) 
Carbide Tool Holders 
(Straight, Right Off-Set, and Left Off-Set) 
Cutting-Off Tools 
(Straight, Right Off-Set, and Left Off-Set) 
Spring Cutting-Off Tools 
(Straight, Kight Off-Set, and Left Off-Set) 
Side Tools 
(Straight Right. Straight Left, Right Of- 
Set and Left Off-Set) 
Boring Tool 
Boring Bars (Cap end) 
Boring Bars (Plain) 
3-Bar Boring Tool 
Light Boring Tool 
Adjustable Boring Tool 
Threading Tool 
Spring Threading Tool 
Knurling Tool 
Knurling Tool (Revolving Head) 
Extension Shaper Tool 
Planer and Shaper Too! 
Gang Planer Tool 
Slotter Tool 
High Speed Steel 
Carbide Tipped Cutters 
Hob-Cut Knurls 


ARMSTRONG Turret 


Serew Machine Tools 


Lathe and 


Drill Holders 

Drill Holders (double screw) 
Turners (with Drill Holder) 
Straight Cutter Holder 
Angle Cutter Holder 
Multiple Cutter Holders 
Facing Tool 

Knurling Tool 








Used in over 96% 
of the Machine 
Shops and Tool 


Rooms... 


... Sold by Indus- 


trial Distributors 


ITH a stock of ARMSTRONG 

TOOL HOLDERS the industrial 
distributor has a dower right to the 
metal-cutting tool business of his ter- 
ritory, has a welcome at every tool crib 
and the active support of unnumbered 
thousands of machinists and tool mak- 
ers. Staple as steel itself, ARMSTRONG 
TOOL HOLDERS offer an unlimited 
sales opportunity ; comprise a complete 
System of Tools for every operation on 
lathes, planers, slotters and shapers— 
tool holders of over 100 sizes and 
shapes recently augmented by the new 
ARMSTRONG Turret Lathe and Screw 
Machine Tools. 


Few indeed are the shops that have 
all of the ARMSTRONG Tool Holders 
they want; and rarer still those not 
anxious to know of each new 
ARMSTRONG TOOL HOLDER, Tool 


or development. 


With thousands of the new 
ARMSTRONG B-35 Catalogs just de- 
livered; with every mail bringing us 
requests for more .. . with attention 
on ARMSTRONG and the new 
ARMSTRONG developments, now is 
the time to push ARMSTRONG prod- 
ucts. Display them prominently on 
your counters, in your windows. Tell 
your salesmen to talk “ARMSTRONG” 
at every opportunity; to go after 
ARMSTRONG volume and the full 
ARMSTRONG profits. 


Check thru your new B-35 
Catalog with your men to be 
certain that all understand the 
economies and advantages of 
The Armstrong System of Tool 
Holders. 


ARMSTRONG BROS. TOOL CO.) 
“The Tool Holder People” 
305 N. Francisco Ave., CHICAGO, U.S.A. 
Vew York Sales Office: 109 Lafayette Street 














W. H. Moser of the General 
Rubber and Supply Company, 


Portland, Oregon, has aided 
materially in building up the 
industrial distribution business 
in the Pacific Northwest. 
Originally a manufacturer, 
back in 1884 he and his father 
owned the Standard Box Fac- 
tory and brought the first 
veneer peeler into that country. 
He was and is forever invent- 
ing something. He it was who 
originated the idea of provid- 
ing handles for berry crates 
by making grooves in the end 
boards with a wabble saw. It 
spread all over the country 
and cost the industry hundreds 
of thousands of dollars, and, 
as Mr. Moser expresses it, was 
of little real value anyway. He 
says that he probably ought 
to be hung for it. 








Three New Lines Are Added 
By R. C. Neal 


@ In keeping with its policy of 
rounding out its lines of pro- 
duction tools, screw and wire 
products and kindred products, 
the R. C. Neal Company, Incor- 
| porated, Buffalo, has recently 
taken over the exclusive sales 
and distribution of three addi- 
tional lines in the Buffalo, Roch- 
ester and Syracuse territories. 
R. C. Neal has taken on the 
Maxwell line of “E-Z Set” bor- 
ing tools, manufactured by the 
F. A. Maxwell Company, Cleve- 
land. Supplementing the line 
of Sterling grinding tools now 
carried, distribution of the com- 
plete line of abrasive papers 
made by the Midwest Abrasive 
Company, Detroit, is added, 
while the Neal Company is also 
'now handling the complete line 
‘of “‘Koebelite” diamond dress- 





'ing tools manufactured by the 
Koebel Diamond Tool Company. 

“Our plans for expansion for 
the coming year are to take on 
‘only lines of proven merit for 
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—and if there’s one place in your plant 
where you can’t afford to gamble, it’s in 
the steam lines. Leaks are too expensive. 
Replacements tie up plant operations. 
Sudden failures are filled with danger- 
ous possibilities. 

Republic appreciates its responsibili- 
ties and, not knowing what conditions 
will be encountered by the pipe, makes 
every length to meet the most rigorous 


REPUBLIC 
STEEL PIPE 


requirements of service. Quality is built 
into Republic Steel Pipe from the time 
the ore is smelted until the final finishing 
operation. Republic as a leading pro- 
ducer of fine alloy steels has a highly 
trained corps of metallurgists to maintain 
and to constantly improve this quality. 

Play safe—and tell your jobber and 
pipe fabricator that you want Republic 
Steel Pipe on your next order. 


This is typical of the messages that are appearing in industrial papers to help sell Republic Steel Pipe 
out of Jobbers’ stocks. It will pay you to handle a faster moving pipe. Investigate. 


Republic Steel 


=f?= 
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CORPORATION 


GENERAL OFFICES: 


* YOUNGSTOWN, OHIO 
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Up To DATE == 
ee COMPLETE 


NATIONAL 


LINE OF HIGH SPEED AND 
CARBON STEEL CUTTING TOOLS 
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MODERN.--Up to the minute, in design, materials 
and heat treatment. 

COMPLETE--!In range of sizes and kinds of tools. 
Y These are reasons for the ever widening field of 
Y sales of NATIONAL products. 

Y 

. TWIST DRILLS, REAMERS, MILLING, 

3 CUTTERS, HOBS, SPECIAL TOOLS 
‘+ NATIONAL TWIST DRILL & TOOL CO. 
DETROIT, U.S.A. 
a a oa 
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\sale to our present clientele, 
rather than to expand into for- 
eign fields with more diversified 
' lines,” states Ray C. Neal, presi- 
dent of the R. C. Neal Company. 
“We feel that a house highly 
specializing, giving adequate ’ 
service on a few lines, is much 

/more favorably situated than a 


house that extends too far and ' 
can give only limited service on 
|a few lines.” , 


| Klebes and Smith Manage 
Industrial Department 


'@ Rackliffe Brothers Company, 
| Incorporated, New Britain, 
Connecticut, has separated its 
mill supply division from the 
hardware and paint end of the 
business. This division will be 
managed by A. N. Klebes and 
R. J. Smith. 

“Art” Klebes, who has been 
with Rackliffe for several years, 
| will handle all of the purchasing 
|and office management in addi- 
‘tion to devoting some of his 
time to sales. 
| “Bob” Smith, who was for- 
i|merly vice-president of the 
| Russell-Hall Company, Meriden, 
Connecticut, will devote his en- 
tire time to sales. 

















C. G. Lindquist, president, The 
Lindquist Hardware Company, 
Bridgeport, Connecticut. Mr. 
Lindquist reports a very satis- 
factory year in 1934, with or- 
ders being numerous but mostly 
small in size. Present plans 
do not contemplate an enlarge- 
ment of the force during 1935 
but a determination to keep } 
them all busy. 
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These Hoists 


HAVE 


that goes to make a good 


Mill Supply House item 


s,- 


— 
=. 


® Look at the subject from every con- 
ceivable angle and you will have to 


es 
s..- 














admit that Ford Triblocs and Trolleys— 


: heal 


as well as Ford Screw Hoists and Ford 
Differential Hoists—have everything that 


goes to make a good sales proposition. 





® Let's enumerate them. There are no 
better chain hoists made. The range of 
capacities permit you to sell every type 
of market. The price range is wide and 
the price is lower considering the quality. 
The unit of sale is such that your men 
can afford to concentrate on them. And 
the sales arguments are sufficiently ' 
numerous to give you and your men all 

the sales material that any progressive . 


organization could want. 


® Check up on your recent chain hoists 
sales. There is no better way to increase 
volume than by going after this type of 
business. If you lack the latest litera- 


ture, write. 


[(AGC¢CO| FORD CHAIN BLOCK CO. 
Philadelphia, Pa. 


| 
| An Associate Company of 
L> American Chain Company, Inc. 


In Business for Your Safety 


a 


——_ a 
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J. M. Crosby, who has been in 
charge of the Hazleton, Penn- 
sylvania branch of the Hajoca 
Corporation since it was 
opened six years ago. 


_Experienced Supply Man Is 


Seeking Position 


| ® Twenty-five years’ practical 


experience in the distribu- 
tion of mill supplies and allied 
lines is the background of a 
man who is seeking a position 
with a distributor. His experi- 
ence includes buying and selling 
general and heavy hardware, 
mill, factory, plumbing, heating 
and mining supplies and equip- 
ment. He has also done special 


| sales promotion work and spe- 


cialty selling. He was for three 
years sales manager of a mill 
supply and hardware house and 
has had experience in store 
management. While he prefers 
to locate in the Central States, 
he is willing to go almost 
anywhere if a worthwhile op- 
portunity presents itself. Dis- 
tributors interested may write 


_ MILL SUPPLIES. 


Salesman Seeks Position 


| ®@ A salesman with 20 years’ ex- 





perience in the mill supply 
field would like to secure a posi- 
tion with a distributor. In- 
cluded in his experience has 
been specialty sales work on 
power transmission equipment, 
rubber goods and machine tools. 
The territory he has covered 
includes Wisconsin, Chicago and 
part of Illinois. He is at present 
a resident of Chicago, but is 
willing to go to any part of the 


MILL SUPPLIES 
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HIGH PRESSURE 
SUPER-MASTER 


STEAM HOSE 











PAT. APPLIED FOR 


POSSESSING 


® THE HEAT-RESISTANCE OF ASBESTOS 
® THE STRENGTH OF STEEL 
® THE FLEXIBILITY OF RUBBER 


for Pile-Driving and Heavy-duty Work 


Steam hose service is normally severe. A product 
of proven merit is essential if your customers are 
to get maximum service and economy. Super-Master 
Steam Hose is constructed of special heat-resisting 
rubber, insulated with thick asbestos. Two plies of 
spiralled bead wire cushioned between layers of 
rubber provide ample tensile strength for rough 
handling and all steam pressures up 12 200 pounds 
per square inch. Super-Master Steam Hose may be 
specified with complete confidence for the most 
severe service. lis remarkable dependability is a 
matter of record. 


CONSTRUCTION 


1. Thick steam-resisting rubber inner tube. 

2. Thick woven asbestos insulation. 

3. Two plies of strong flexible spiralled bead wire. 
4. Plies of heavy duck reenforcement fully insulated. 
5. Thick heat and abrasive resisting cover. 


GC 


WRITE FOR DETAILS OF OUR 
JOBBER FRANCHISE. 














Transmission Belt Fire Hose 

V-Belt Hydraulic Hose 

Conveyor Beit Steam Hose 

Air Hose Water Hose 

Contractors Hose Chute Lining 

Sand Blast Hose Launder Lining 

Suction Hose Industrial Brake Blocks ' F 

Molded Goods Rubber Covered Rolls Sold by leading jobbers 





OF RAYBESTOS-MANHATTAN, INC. 





THE MANHATTAN RUBBER MFG. DIVISION 
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CONFIDENCE 


. in your company re- 
sults from your making sug- 
gestions to your customers 


which 


reduce operating costs. 


about commodities 


... That is why orders 
for your other lines will be 
forthcoming when you sug- 


gest 


[7 BADGER 
POWER KING 


BADGER 
POWER BOY 


BADGER and 
NEW BADGER 
Car Movers and 
ADVANCE 
SAFETY CAR 
___W RENCHES——' 














. . « This is a real tip from 


distributors’ salesmen who 


have found that it works. 


The ADVANCE CAR 
MOVER CO., Inc. 


Appleton, Wisconsin 


CANADIAN ADVANCE CAR MOVER CO., 
WELLAND, ONTARIO, CANADA 





country. Interested distributors 
can be put in touch with this 
man by writing MILL SUP- 
PLIES. 





Seeks Mill Supply Connection 


|@ With many years’ experi- 

ence in several large distrib- 
uting houses and as a salesman 
for a catalog compiler, a Dallas 
man is seeking a connection 
with a mill supply house in the 
capacity of manager or sales 
manager. Address applications 
to Editor, MILL SUPPLIES. 


New Lines For Alden Supply 


| @ Alden Supply Company, Phila- 
delphia, is constantly adding 
new lines and has announced it 
will now represent Gilmer Kable 
'Kord Belt and V-Belts; “To- 
trust” Rust Preventive Paint 
and Van Dorn electric tools, in 
addition to its present lines. 


There’s Plenty Doing At 
Pratt-Gilbert 


@® You can take it from Ed 
Gollwitzer, 
| manager 
Hardware Company, 
| Arizona, 
organization is not letting any 
grass grow under its feet. 
In the first place, Ed informs 
us, Pratt-Gilbert has made sev- 
eral additions to its staff because 


Phoenix, 





secretary and | 
of the Pratt-Gilbert | 


that this aggressive | 


of the shorter work week, es- | 
tablished in accordance with the | 
Industrial Machinery and Sup- | 


ply Distributors’ Code. 


It has 


also added to its personnel, E. K. | 


Pryor, who holds a master’s de- 
gree in metallurgy, and whose 
services will be utilized partic- 


ularly in connection with the | 


sale of ore milling equipment 
and the construction of complete 
milling plants for mine oper- 
ators. 
“A new steel building, afford- 
ing approximately 3,000 square 
feet of additional warehouse 
space, is nearing completion,” 
Mr. Gollwitzer states. “This will 
| serve as a means of segregating 
| our rebuilt or used machinery 
| department from our new mer- 

chandise department. We are 


es | more actively developing a re- 
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s TREMENDOUS responsibility 
is often placed upon a single 
bolt. 


Whether it will hold true 
to the confidence and trust 
placed in it depends upon 
the experience, materials, 
and care taken in its manu- 
facture. 


For 80 odd years Clark 
Bolts have been safeguard. 
ing human life, investments, 
and reputations through 
every branch of industry 
they have been holding true 
to the many and varied re- 
sponsibilities placed upon 
them. 


Whether for maintenance 
in your plant or assembly 
of your products, it will 
pay you to play safe and 
specify Clark Bolts, Nuts, 
and Screws—standards or 
specials. 


Write for catalog. 


Clark Bros. Bolt Co; 


| Charles Street 
Ft Milldale, Conn. 


NUTS: SCREWS: ° 
AND RIVETS 
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SELL YOUR CUSTOMERS 
ASSUFTFE d 


BEARING 
PERFORMANCE 


The high standard of quality . . . rigidly maintained in all 
Johnson Bronze products . . . keeps your customers sold 
year in and year out. Johnson UNIVERSAL 
Bronze is cast in SAE 64— Copper 80—Tin 10 
— Lead 10 — a distinct favorite of Engineers and 
maintenance men for more than 60 years. This alloy 
combines . . . in correct proportion . . . the necessary 
elements to insure long, trouble-free performance. 
These facts provide definite selling advantages 
... but we give you more. 


Johnson UNIVERSAL Bronze Bars are com- 






























A pletely machined — ID-OD and Ends. This 
SIX makes possible a saving of over 25% in 
POINT weight and eliminates blow holes and under- 
POLICY surface defects. Rejections and costly de- 
that lays are thus prevented. 

protects Johnson General Purpose Bushings are 
ALL , available in over 600 sizes — machine 
your sales 


finished, ready for assembly. Johnson 
Electric Motor Bushings serve the 
more popular types of motors. 
NOW you can give COMPLETE 
Bearing service to ALL of your 
customers . . . at competitive 
prices. 


A line of cored 
and solid bars 
merchandized 
only through rec- 
ognized distribu- 


tors. 


> Absolute freedom 
of competition by 
your source of 
supply. 


3 Definite sales helps 
to aid Distributors. 


4 Definite costs monthly 

with maintained sell 
ing prices, assuring 
reasonable profits. 


Our six point policy pro- 
tects you at all times. Why not 
secure a franchise for your 
territory? Your request for 
details carries no obligation. 


\ Write today — 


Constant quality prod 

uct, rigidly supervised by» 
chemists and metallurg 
ists, accurately machined. 


5 Positive cooperation be- 
tween  faetory and dis 
tributor. 
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The New File 
with the 
Metal Saw 
Tooth that 
Removes 

Chips in 
Coils. Try 
Red Tangs 


COLOR ON THE TANG 
TRADE-MARK 
REG. U. S. PAT. OFF. 


SAW AND STEEL CO 
FITCHBURG, MASS 


AMINA 
wa 





SIMONDS, 


|built machinery business be- 
cause of the more active demand 
from small mine operators, es- 
pecially those engaged in the 
production of gold.” 

Mr. Gollwitzer advises that 
his present catalog is being re- 
vised and that it is planned to 
have a new issue about the mid- 
dle of the year. 

New lines that have been 
taken on during recent months 
include “Airco” oxygen and 
acetylene, which rounds out the 
company’s line of welding equip- 
ment; Timken detachable rock 
bits, and “Streamline” copper 
pipe and fittings. 


Tribute Paid Pattison 
Salesman | 

@ Young men in the supply 
business will do well to model 
their activities on those of H. 
R. “Riley” Thompson, who has 








H. R. “RILEY” THOMPSON. 


| been selling industrial supplies 
for nearly 50 years, the last 37 
‘with The W. M. Pattison Supply 
|'Company, Cleveland. 

Last month “Riley” received 
a letter from H. Bechhold, pur- 
chasing agent, Cleveland Frog 
_and Crossing Company, which | 
‘read in part as follows: “We| 
f |believe that you will be inter-| 

‘ested in knowing that this year 
‘marks the fiftieth anniversary 
/of the founding of our company. 
“You have been calling on us | 

for such a large portion of this 
time that we have come to look | 
‘upon you as almost a part of | 
‘our organization and we are| 

| very proud to number you among 


\the friendships we have made.” 
















This tiny 
Set Screw 
a simplifies 


. assembly, 
» saves time 


No bigger than match tip 


Ong of several standard sizes 
under % inch diameter 


Setting up a BRISTO Set Screw is 
easy. Because of the gear-like 
which the sBristo 
Wrench meshes into the fluted 
socket, there isno fumbling. Or 
bother or trouble, even in han- 


dling the smallest sizes. 


action with 


It 
Neither 
will the socket jam, round out or 
split. See diagram. BRISTO de- 
sign withstands all the 
needed for a tight grip. 


Once set, a BRISTO stays set. 


will not shake loose. 


force 


Write and ask for free samples 
of BRisTo Set and Cap Screws. 





WHY THEY’RE BETTER 
Compare direct turning pressure of BRISTOS. 
left, with sidewall pressure of other designs. 





THE BRISTOL COMPANY, 
WATERBURY, CONN. 
Branch Offices: Akron, Birmingham. Bos 
Chicago, Denver, Detroit, Los Angeles, New } 
Philadelphia, Pittsburgh. St. Louis, San Fran 


TRAOt Mane 


BRISTO 


6 vs Pat orf 


Socket SET SCREWS 
Socket Head CaP SCREWS 


MILL SUPPLIES 
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ou ought to cut Power Costs and 


F your power costs are too high, because of obso- 


lete power-distribution equipment or improperly 
planned transmission methods, cut them without 
delay. Otherwise the more your business picks up 
the greater will be the penalty against profit. You 
can modernize or change-over gradually, depart- 
ment by department, thus spreading the cost but 
starting the savings. 

ne way to reduce power costs is to modernize 
equipment: for example, Unit Drives with old-type 
apparatus, or Group Drives not yet equipped with 
anti-friction bearings, steel stringers and other Mod- 
ern Group Drive features. But minimum power cost 
is never attained until the right way to get the 
power to the work is used throughout the plant. For 
the economics of the problem involve investment 
costs, carrying charges, maintenance and operating 
costs, loss of production and power waste. 

The right transmission method, for some of your 
machines and departments, may be Modern Group 
Drive (one large motor for a group of related ma- 
chines) and for others it may be Unit Drive (indi- 
vidual smaller motors costing many times more per 
h. p.). If you have related machines in any depart- 


ment which are or can be grouped into a number 


Ft 





_Betureen your power service and the 
woth 1s a source of net profit 


Cvery plant should explore 


dgod 


Power 
ion 





mi 











How much power is shipped to the 
Customer and how much wasted? = 











of manufacturing units, properly planned Modern 
Group Drive will save you money. It cuts invest- 
ment cost and carrying charges; it reduces operating 
and maintenance costs; it minimizes power waste; 
in short, it converts wasted power dollars into net 
profit. Our Red Book, free on request, tells why. 
Write for it today. 
0 SMISS 
POWER TRANSMISSION COUNCIL 


An association of producers and distribu- 
tors of power, power units and mechanical 
equipment for the transmission of power 
370 Lexington Avenue, New York 


This advertisement also appears in 
Business Week and 5 other publications 





_CUT THEM NOW! 





A POWER DOLLAR SAVED 


IS A PROFIT DOLLAR EARNED 
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More Profitable 
TO USE” ” 

More Profitable 
TO SELL 


NO 


? HIGH SPEED- 
HACK SAW BLADES 
2s 


AMERICAN SAW & MFG. CO. 
Springfield, Mass., U. S. A. 




















SALES POSSIBILITIES 
IN NEW PRODUCTS 





Hand Truck 





4 


®A HAND truck with the wooden 
frame reinforced both front and 
back has steel straps extending the 
full length of the handles; the cross 
bars (both curved and straight) are 
channel-shaped pressed steel and, in- 
stead of being mortised into the 
handles, they fit into rabbeted de- 
pressions in the top of the handles, 
to which they are rigidly bolted. Lock 
washers are used throughout. The 
nose iron in the new type, instead 
of being welded to the handle straps, 
is placed over these straps. The 
wheel guards are of continuous type 
and integral with the lowest cross 
bar with oversize axles of high-carbon 
steel. Leg irons are convex shape, 
well braced; wheels are slightly 
crown-faced, which, the manufacturer 
states, makes them easier to operate 
and prevents damage to the floors, due 
to the edges of the wheels gouging 
into the wood or concrete.—The Fair- 
banks Company, New York. MILL 
SUPPLIES, March, 1935. 


Motorized Reducers 


© A NEW line of motorized helical- 

gear reducers has been placed on 
the market, the outstanding feature 
being the accessibility of the motor 
and the high speed gears. A standard 
round-frame motor is secured firmly 
to side of reducer housing by means 


. 


of an adapter casting which supports 
the motor shaft in over-size anti- 
friction bearings close to the pinion. 
The complete motor, with adapter and 
motor pinion, may be removed as a 
unit for inspection or maintenance, 
without disturbing the alignment of 
the motor, or of the gears remaining 
in the reducer housing. All gears are 
of the helical type, with teeth cut 
from heat-treated alloy steel. Anti- 
friction bearings are used throughout. 





A well-braced and ribbed gray iron 
housing provides a rigid mounting 
for the bearings, shafts and motor, 
as well as constituting a liberal-sized 
reservoir for automatic lubrication of 
the gears and bearings. Seals are 
provided at shaft openings to keep the 
oil in the housing and the grit and 
dirt out. The reducers may be 
mounted on floor, ceiling or wall, and 
are available in double reduction for 
4 to 75 hp., in ratios up to 38% to 1, 
and in triple reduction up to 30 hp., 
in ratios up to 292 to 1.—Link-Belt 
Company, Chicago, Illinois. MILL 
SUPPLIES, March, 1935. 


Compression Clutches 





® SERIES 5 and 6 clutches have been 
designed for material handling ma- 
chinery, to “make and break” on 


MILL SUPPLIES 











| | i EM UP TIGHT... 





] ; 
UPSON NUTS CAN TAKE IT...“ 


A husky shop man on the end of a three-foot wrench means nothing 





to the big nuts that Upson furnishes to industry—for rolling mill 
| machinery, heavy presses, bridge construction, locomotives, dam gates and other im- 
portant applications where failure of a large nut might have dangerous results and cause 
heavy investment losses. 

All Upson nuts 2% inch and larger are of the highest quality. They are forged from the 


finest steels obtainable and finished all over. They are made in a wide range of carbon and 


UPSON NUT DIVISION:::CLEVELAND.on1o  2lloy analyses. Their strength comes not only 


" from high grade material, but also from the 

Repu blic Steel skill employed in controlling the grain flow 
during the upset forging. And careful tap- 

CORPORA TIO N sping insures full, clean, true threads. Out- 


GENERAL OFFICES--- YOUNGSTOWN, OHIO line your requirements and ask us to quote. 
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HICAGO RAWHIDE 





Recognized 
Quality 


that 


builds sales 


Thruout industry ‘Chicago Rawhide" means ‘dependable 
quality'’—closes sales, assures complete satisfaction and 
repeat business. In foundries, forges, on shipping plat- 
forms, wherever protection is needed against hot stuff or 
rough stuff there's an active market for “Cheene Rawhide” 
Hand Leathers and Leather Aprons. They are preferred 
for their uniform quality, design features and convenience; 
for.the’long service they give 









Industrial Use 


There is a volume of profitable sales for distributors who talk, 
show and push “Chicago Rawhide"’ standard and special 
protective equipage. 

The Write for 
Chicago Rawhide Mfg. Co. Catalog Sheet 
1290 Elston Ave., Chicago, U.S. A. 


New York Boston Philadelphia Pittsburgh Detroit Cleveland Cincinnati St. Lowis 











CLING- 
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Business like THIS can beYOURS 
460 repeats from a paper mill company, 310 from a chemical plant, 
259 from a copper mine. ‘There are hundreds of such evidences, 
proven by repeat business in every industry, of the satisfaction of 
CLING-SURFACE. Why don’t YOU get YOUR share of these 
profits that our distributors are making? Sell CLING-SURFACE and 
you sell the advantages of slack belts—the economies of reduction in 
power waste. Every plant WANTS them. CLING-SURFACE 
makes them POSSIBLE. Get the details now. Get a letter off to 


CLING-SURFACE COMPANY 


vt INDUSTRy 
- & Py, 


1017 NIAGARA ST. eee, BUFFALO, N. Y. 
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hoists, winches, drums, brakes and 
cables. Series 5 clutch, the large size 
compression, has full floating band 
actuated by a “double-action” leverage 
fulcrum, and is made of steel and 
malleable iron. The contact of the 
lever on the cone is a large hardened 
roller. Renewable asbestos friction 
linings are employed in all sizes of 
this series. The friction band, latch 
and levef can be removed and replaced 
without disturbance to allied equip- 
ment. The sleeve extension, manu- 
facturer states, permits mounting of 
any desired type of drive. The series 
6 clutch, the compression clutch 
mechanism only in large size con- 
struction, can be directly applied to 
a hub of the proper dimensions cast 
integral with the sprocket, drum, 
pulley, gear, sheave or like mounting. 
|—The Conway Clutch Company, Cin- 
cinnati, Ohio. MILL SUPPLIES, 
March, 1935. 





Propellor Type Fan 








|® AIRPLANE propellor type fans 
| propel the air for both ventilating 
|and exhausting purposes, having a 
| special type of construction which ap- 
| plies “stream-lining” to air-flow thus 
| increasing the air delivery capacity 
|of the fans with minimum power re- 
| quirements. The fans are constructed 
|}on advanced principles of aero- 
dynamics. — Propellair, Incorporated, 
| Springfield, Ohio. MILL SUPPLIES, 
| February, 1935. 


Skid Platforms 





| 
|® THE new “Featherweight” skid 
| platform is a companion product to 
|the recently developed “Zephyr” line 
|of hand lift trucks. It has a capacity 
|of 1,000 pounds and is designed par- 
| ticularly to answer the requirements 
|of those for whose work ordinary 
| platforms are too heavy. It is light 
lin weight, the 36-inch by 48-inch 
|platform weighing less than 40 
pounds; easy to handle and can be 
| stacked high, saving storage space. 
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\EADING TRADE PUBLICATIONS 
‘arry The PERMITE Story Every Month 


The trade journals your cus- 
tomers read and look upon with 
respect are those that carry 
Permite’s convincing sales story. 
They go far to pave the way 
for your salesmen, 


Permite is made in two types: 
Non-Corrosive for general use, 


and Heat-Resisting to 1000° F., 








+, 








N one year, Permite Ready-Mixed Aluminum Paint mill supply 
outlets — appointed on a selective basis — doubled in number. 
For you, as for every progressive jobber, there is a meaning 
behind Permite’s rapid acceptance. This paint has something, not 
only for its users, but for those who sell it! 


Now — 1935 — is the time for you to ask what this “something” 
is. Here are the facts: 


To industrial users Permite offers more value per dollar; an exclu- 
sive synthetic vehicle; a fine-sereened, vacuum-exploded pigment 
that “leafs” 
being ready-mixed, uniform, always ready to use. 


efficiently; extra covering capacity; the advantage of 


To you, Permite offers a product that has pulled many a jobber’s 
paint business out of the “price-competition” class, because it 
actually costs less “by the foot”, and by the year. Backed by 
compelling advertising in leading trade journals, this facet is im- 
pressing an industrial market that is ready to listen after four 


years of price buying. 


You can sell Permite to the largest and smallest consumer — always 
at a profit to yourself. You are assured full protection in’ your 
territory. Permite’s policy of careful selection of distributors 
prevents over-crowding, and gives you every opportunity to make 
the Permite franchise worth your while. Your territory may be 
open. Write or wire today for full particulars, 


ALUMINUM INDUSTRIES, inc. CINCINNATI, OHIO 





PERMITE@ 











STRENGTH 


A mere two and one half inches of steel wire, in the form of a hawser, can 
handle 330,000 pounds of ship... if properly constructed and properly 
spliced. ¢ A mere seven pounds of high grade pressed steel, in the form of 
a rotating sheave, can transmit 330,000 foot pounds of power per minute 
. if properly designed and properly fabricated. © The newly designed 
Duro -Brace Texsteel Sheaves, for Texrope V-Belt Drives, can do this and * * * 
do it day in and day out under the severest conditions, for, in the new Duro- New Duro- Brace 


Design: cross-sec- 


Former Design: Brace design, the outside walls are reinforced by convex steel plates, which 


cross-section show- so greatly increase their strength as to eliminate distortion, thus giving a ‘%!% Plate braced 
ing unsupported by a convex rein- 


outside plate true-running, vibrationless drive always. © Texrope Drives are 98.9% effi- forcing stee! plate. 


tion showing out- 


cient, silent, slipless, shock-absorbing, require no belt dressing 
or lubrication, and are not affected by dirt or moisture.@ Mail us 
a card asking for Bulletin No. 2188 which sets forth the advan- 
tages which Duro-Brace Texsteel Drives offer you in all mat- 





ters of power transmission, whetherthey be simple or complex. 


TEXROPE 
~ DRIVES 


ORIGINATED BY \ ALLIS-CHALMERS 


ALLIS-CHALMERS MANUFACTURING = Ny COMPANY - MILWAUKEE, WISCONSIN 





~ 
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Legs are welded to the deck angles. | 
Eight bolts in every foot of platform 
length provide a tie-in between lumber | 
and deck angles. Practically no metal 
or projections to rust, stain or dam- 
age the load. Sharp angle corners 
eliminated. The legs and deck angles 
are spaced to guide the truck. Plat- 
forms are built in sizes from 24 to 
36-inch widths and 24 to 60-inch 
lengths. Under-clearances—63 inches, 
74 inches and 94 inches.—The Yale 
and Towne Manufacturing Company, 
Philadelphia Division, Philadelphia. 

* Pennsylvania. MILL SUPPLIES, 
March, 1935. 


2-Stage Centrifugal Pump 





"rm "fanaa AAMAS do SUPER-DUTY FILES —SUPERIOR 
a es tat Gates CUTTING TOOLS— MAINTAIN 


and medium discharge head. The 
casing, designed to withstand 150 BRAND THEIR HARDNESS AND TEMPER PP 
pounds pressure, is bolted directly to 
the motor frame without an_ inter- 
mediate distance piece. The impeller 
design is a unit construction consist- 
ing of two enclosed type impellers 
cast back-to-back. The _ impeller, 
which is keyed, is held firmly to shaft 
by an impeller nut and the shaft 
sleeve, also keyed, is a separate, re- 
newable part. The motor has over- 
size grease lubricated ball bearings. 
The unit can be mounted vertically 





The above illustration is number three in our series showing how 
through extreme care in manufacture and exacting tests and inspections 
SUPER-DUTY files are brought to the highest degree of perfection. 

Previous annealing to just the correct degree—careful grinding of blanks 
—followed by tooth forming to the most rigid standards—are all wasted 


without proper tempering. 


Illustrated is a thoroughly trained hardener bringing the files up to just 
the right temperature in pots of molten lead. His years of experience 


or horizontally.—Worthington Pump have taught him exactly how to do this, but his work is doubly checked 
and Machinery Corporation, Harri- and safeguarded by delicate and accurate instruments—Pyrometers, like 
son, New Jersey. MILL SUPPLIES, that shown in the background of the picture. 


March, 1935. 
These pyrometers insure the predetermined, required temperatures—for 
they must be held to an exactness to produce SUPER-DUTY Files with 
their uniform hardness and consistency of cutting quality. 

Duplex Shallow Well Pump 


Can you afford to serve your customers with anything other than 
SUPER-DUTY Quality——especially when backed up by our plan of 
merchandising? SUPER-DUTY Quality is not by chance. 


= Rem 


Our 5 Point Merchandising Policy 3. — Poy lateness definite, 
1. Sales—Merchandising only through rec- planned ‘factory help. 


ognized distributors. 4. Publicity—Consumer advertising concen- 
2. Resale Policy—Distributors receive proper trated in distributor’s market. 
margin of profit through maintained re- 5. Quality Products — Quality constantly 
sale discount. maintained and guaranteed. 
ry . y . ~ TY ~ >) | 
THE CLEVELAND FILE CO. 
3400 Hamilton Ave. Cleveland, Ohio 





SOLD THROUGH RECOGNIZED DISTRIBUTORS 
® A LINE cf duplex pumps for use 


n shallow wells is adaptable for 77) PiLeo ONCE loge 


by farm or suburban homes, 


sor case 
RCH I3 


XUM 











| country clubs, dairies, industria! 
plants, etc., and can be used for 

either open or pneumatic tank service. 

There are more Pumps are made in six sizes with 
S | actual capacity ratings of 500 to 
é j Ht — 1,800 gallons per hour at pressures 

ales pportunities ranging from 50 to 125 pounds. Due 
to the elimination of all gearing, they 
are quiet in operation. Pumps are 


when you sell double acting with quadruplex per- 


formanee which manufacturer claims 
~ E < Oo G ad : Z t D assures a continuous and steady flow 


of water. All sizes are mounted on 


rubber cushions.—The Deming Com- 
Q U A L i T y pany, Salem, Ohio. MILL SUP- 


PLIES, March, 1935. 








DESMOND 


Dressers & Cutters Miniature “C” Clamps 


The only complete line of wheel truing tools 
on the market. Four distinct types—the correct 
cutter for every grinding wheel dressing and truing 


job. 





The widespread reputation of the Desrnond line . 
for economy and reliability has been built up over 
a period of twenty-six years. It paves the way for SIMPLEX 


your sales Steel Slide Vises 





























You offer your customers real | 

Start building this profitable strength and serviceability when ‘DU 1: “ ” oes 
business now. Just write— you sell the Simplex line. The | eA NEW line of Pony miniature 
“I’m interested. Send prices solid steel slide—an exclusive | “C” clamps, with one-inch depth of 
and catalogs.” Simplex feature—makes it easy | throat and opening one and two 
for him to see why these vises are | inches has just been announced. 
more rugged and longer lived. | These tiny clamps, for which a 
| multitude of uses are claimed, are 
e esmond- tep an g. 0. | made to industrial standards for 
| service. They are carefully designed. 
URBANA,OHIO | They are equipped with malleable iron 









frames. The “foot” is ground smoothly, 
| and they are cadmium-plated. The 
steel screws have standard threads 
and are tipped with freely turning 
| swivels, deeply riveted. The “loose- 
| pin” handle gives ample pressure 
without resorting to pliers, and yet 
| permits closing in close quarters.— 
Adjustable Clamp Company, Chicago, 
Illinois. MILL SUPPLIES, March, 
| 1935. 






































LAMP GUARDS 


Portable — Stationary — Vaporproof 
A Guard for Every Purpose 

The McGill Line of Guards offers you end- 
less possibilities for profitable sales. Get 
our new catalog — see the wide range of 
models. You will find there is a type for 
every factory requirement. 

The investment in Lamp Guards is an 
economy. They help cut factory costs. 
They save breakage, theft and reduce lamp 
renewals to the minimum. Selecting the 
proper guard for each specific use speeds 
up the work, saves eye strain, reduces | ©THE Rawl-Drive is a_ one-piece 
accidents, improves quality. MeGill guards device for holding or attaching 
are the cheapest in the long run because | anything to concrete, brick, stone and 
they can stand up and take it over long other solid masonry. The body of 
periods. Talk MeGill guards and it will the bolt is sheared longitudinally 
increase your sales volume. 


| through the center and each side of 
MCGILL 


the shear is deformed in opposite 
directions, the result being a bow or 

MANUFACTURING CO. 

Fiectrical Specialties of Quality | 


| 

belly outwards on both sides of the 

Ree eTeT TNT | bolt. The bolt is made of high car- 

VALPARAISO - INDIANA bon steel and the bow forms a spring 
Box No. 669 tension. The diameter of the drilled 


Holding Device 
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As Good as Jenkins Can Make it 


...A GUARANTEE that has 


a dollars-and-cents meaning for 























isers of Bronze Gate Valves 


“As GOOD as Jenkins can make it”— is a guarantee of an 
EXTRA quality in a Jenkins Bronze Gate that is bound to 
reflect favorably on valve costs. It means remarkably strong 
metals ...a body bronze having an average tensile strength of 
35,000 Ibs. per square inch...spindle metal with an average 
tensile strength of 55,000 Ibs. per square inch, It means skilled 
craftsmanship... machining to precision standards that permit 
the parts of one valve to be interchanged and fitted perfectly 
with the parts of another. It means design that is based on an 
experience of 70 years in making valves and studying their 
performance in service... design that provides the noteworthy 


teatures illustrated below. 


Let Your Customers SEE Jenkins Quality 

A Jenkins Bronze Gate “looks” like the fine valve it is. It 
will pay to carry a small size with you and show it wherever 
Bronze Gate Valves are used. Vhe “extra quality” points de- 
scribed above, combined with excellent design and superior 
finish are order-makers. Use them, and remember that 
Jenkins now offers a COMPLETE LINE of Bronze Gate 
Valves. 


JENKINS BROS,, 8o White Street, New York, N.Y.; §10 Main Street, Bridgeport, Conn,,; 
§24 Atlantic Ave., Boston, Mass.; 133 No. Seventh St., Philadelphia, Pa.; 822 Washington 
Blvd., Chicago, HL, JENKINS BROS., Limited, Montreal, Canada, London, Eng. 
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DESIGN BASED ON LONG EXPERIENCE 


N. HEAT HAND WHET 


ey ee , ~ , 
Yon? dlrs Pid 
LL. 
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LENGTH WEDGE GUIDE PIB 
a RAG 
J k | l 
BRONZE—IRON—STEEL SINCE 1864 FIG. 370, STANDARD BRONZE GATE 
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WITH THE DEMING WATER LUBRICATED 
TURBINE PUMP FOR INDUSTRIAL PLANTS 


Dependable, low cost water supply! That's the short, short 
story about Deming Deep Well Water Lubricated Turbine Pumps. 
Eliminate all possibility of oil contamination. Water lubrica- 
tion assures that. 


Write today ... NOW .... for illustrated bulletin explaining 
Deming Deep Well Turbine Pumps. No obligation whatsoever. 


THE DEMING COMPANY 


208 BROADWAY SALEM, OHIO 
PUMP MANUFACTURERS SINCE 1880 

















































HACK SAW BLADE 


Hundreds of similar letters offer 
convincing evidence of 

turnover, which means 
Tolilitestolic Rolalh aialael lela AtiLEst tT: 
p $s. 0010 Only OuUgnmM SUP 


rol bo Lile Ml alolae he de]a-Mm Olt 11a) oll iol a3 


W VICTOR SAW WORKS unc. 
Middletown, N. Y. 


hole in which it is used is the actual 
diameter of bolt stock and when the 
device is driven in place the bow sides 
are compressed back to their original 
position and the tension thus secured 
grips the sides of the hole like a vise. 
The unit is made with several style 
heads—the round type, countersunk 
type -and stud type. The stud type 
permits removal of fixture at any time 
without disturbing the Rawl-Drive. 
Standard packaged Rawl-Drives are 
cadmium plated, and natural black 
finish can be supplied in quantities.— 
The Rawlplug Company, Incorpo- 
rated, New York. MILL SUPPLIES, 
March, 1935. 


Air Nozzles 





e TWO 


new designs of bronze air 

nozzles with renewable, non-metal- 
lic discs, one made with integral hose 
and the other with female pipe end 
have been placed on the market. The 


nozzles find wide application for 
blowing dust, dirt, chips, filings, bor- 
ings, sand, lint, liquid deposits and 
other matter. The disc is especially 
compounded for air service and easy 
renewability insures seat tightness. 
Either pattern can be furnished with 
pointed flat or extension tip. The 
manufacturer claims that unrestricted 
flow area permits free passage 
through the nozzle of scale and grit 
that might be carried with the air 
from the pipe line. Provision is also 


| made for hanging the air nozzle on a 


nail or small hook when not in use.— 
The Lunkenheimer Company, Cin- 
cinnati, Ohio. MILL SUPPLIES, 


! March, 1935. 


| @ A KEYHOLE 


Keyhole Saw 






PAT APPLIED FOR 


saw which can be 

used for cutting through walls 
after a hole is bored has been recently 
placed on the market. Manufacturer 
claims that the saw gets into places 
where regular blunt end hack saws 
that are 24 inches to 3 inches deep 
cannot get in. The saw has a pistol 
grip and a thumb rest; 74 inch inter- 
changeable blade, flexible —_ back, 
hardened cutting edge. The saw is 
known as No. F-33.—The Forsberg 


Manufacturing Company, Bridgeport. 
MILL 


SUPPLIES, 


Connecticut. 
March, D 


1935. 
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@ AND IT MAKES THE FRLEZERIB poster THREADER 


SURPRISINGLY BETTER 


The Ridge Tool Com- 


pany believes there 





is no excuse for ‘just 

another tool.’"” Only 

- improved and better 

HE acceptance by the trade of this | tools have a right to 
comparatively new RIA Poster | com o the market 


—or can succeed. 


Threader—indicated by rapidly grow- 
ing sales—is due to the fact that it is not 
only different but much better. 











The design is ingenious and sound. Posts, for in- 
stance, are full-floating (as posts ought to be). They 
carry no load. They simply taper the threads. No 
danger of distorting them and spoiling the threads. 
They’re not riveted, so are easily replaced in case of 
No. 1R, 1” to 2”, one or outside accident. Drive is directly over chasers—no 
a wobbling, greater precision. 


chasers each size. 





Perfected details all through—chaser locks enclosed, 
safe from damage; ratchet lever snaps into exact posi- 
tion, ratchet type also sets for solid die; workholder 
sets to size, mechanically tightens on pipe with one 
screw; alloy tool steel chasers are interchangeable, fit 


any poster threader; tool weighs only 12 lbs. but it’s 
powerful. 


Sell Ritait—let your customers see for themselves. 


No. 1, 1” to 2”, two 
handles, 4 sets of 
















cial thin tool steel cutter 
blade that gives far more 






chasers. THE RIDGE TOOL co. 
ELYRIA, OHIO, U. S. A. 
FRIAID No. 65R Threader ore Wrenches FRIAID Pipe Cutters 
” ” ; his heavy-duty RIGID eee , 
page ge — = ) aed Wrench, housing un- ee 4 Rag] a ree — 
provements There are now 9 dif- breakable in service, yreakable housing and spe 


ferent RI@aip> chrome molybdenum 
threaders, all 
with special 
advantages. 


jaws, easy turning 
_ adjustment nut in 
Y open housing; also in 

end pattern. All 
sizes, 6” to 60” 
















- quick, clean cuts. ~~ eo 
¥/ ° Also new RItalD e 
\ " ey Tubing Cutter. 
Four sizes, 4” to 2”. S a 
= bed ei 
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“A BORG-WARNER 
PRODUCT” 































Me Value of any 
SHOVEL ie 


depends on UL : | 


STEEL/ 


Ingersoll Shovels are made ex- 


That’swhy  cusively trom 


EM, CROSS - 















INGERSOLL PROCESS STEEL alltel ve aA om 
Shovel with Rolled 
This remarkable steel is rolled to give an inter- Shoulder offers these 
locking mesh-grain structure of unusual toughness advantages: 
It is light in weight—holds its cutting edge unusu- Strengthens blade where 
lly well—and outwears ordinary steel often two a pe Fe 
to one light weight made of 
9 Every Ingersoll Shovel is a better TEM - CROSS Steel 
That 8 why “buy” for the user, and a better round or square point, black 


“the - saiainees w polished finishes (The 
sale for the dealer. : Alloy, A and B grades, 
n "} + sh . The Ingersoll Shovel franchise becomes heat - treated) .. . priced 
That's u tY increasingly valuable to dealers as time same as regular grades of 


s on hollow back shovels 


Write for further information 
Address Dept. MS 


INGERSOLL STEEL @ DISC CO. Wk""™- 


Division of Borg-Warner Corporation 


“ERS FNGERSOLL SHOVELS 


“THE INDEPENDENT LINE” 


MILFORD 


THE MODERN HACK AND BAND SAW LINE 











BAND SAW BLADES 


Flexible Back and Spring Temper. 
Fast Speed... . Metal Cutting 


MILFORD 





R S STEEL 


REZISTOR 


Red Hardness Steel 
Fast Speed 
Wear Rezisting 





+ 





ee OED) 
OUPLEx 
US.A 


‘Ticenenionn START THE CUT ON 
THESE FINE TEETH THE FIRST STROKE 
. AT ANY ANGLE 






DUPLEX e 


The Easy Starting 
Blade 








In demand! In the lead! The line to sell for fast turnover. 
Send for sales promotion material. 


THE HENRY G. THOMPSON & SON CO. 


NEW HAVEN, CONN. 
















Compensated Air Hose 


RUBBER OIL 
RESISTING 
INNER TUBE 


@ORD BRAIC 
RUBBER CUSHION 
PATENTED SPIRA 


STRENGTH MEMBER 


RUBBER CUSHION— 


CORD BRAID 


TOUGH WEAR 
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L : Pat Applied for 


© THIS new air hose is claimed to 
possess to an increased extent the ad- 
vantages of both wrapped duck and 
braided hose while eliminating their 
weaknesses. In the new construction, 
the unequal ply stresses set up in 
the wall of the hose by longitudinal 
and lateral tension incident with 
operation, are compensated and made 
equal. This is brought about through 
the employment of two strength mem- 
bers, a braided cord member for 
longitudinal stresses and a spiralled 
strength member for expansion and 
lateral stresses, both welded in tough, 
age resisting rubber. It is stated that 
because of this balanced construction, 
internal friction and chafing are 
eliminated, and surge and pulsation 
effectively resisted. The manufac- 
turer claims that because of the 
strength of this new compensated air 
hose, present-day working pressures 
may be disregarded.—The Manhattan 
Rubber Manufacturing Division of 
Raybestos-Manhattan, Incorporated, 
Passaic, New Jersey. MILL SUP- 
PLIES, March, 1935. 


Disk Clutch 


® SUITABLE for use either as an 

integral part of a machine or for 
general transmission of power, this 
small, compact, fully enclosed, single 
point adjusting disk clutch is made 
in three general sizes, single or 
double disk, with capacities ranging 
from 1 to 6 hp. per 100 r.p.m. Clutch 
is made either as a sleeve clutch, with 


MILL SUPPLIES 
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NTRODUCED to Industry at the depth of the 
depression, Kable Kord Flat Belting met resistance for 
a time. “Just another flat belt.” said Industry. 


But finally a few firms tried Kable Kord ... got to know 
about its “two-belts-in-one” construction, its ruggedness, 
its freedom from wasteful slipping . . . found that, on flat 
pulleys for group drives, short centers and pivoted 
motor bases, Kable Kord has more pull per square inch 
than any other flat belt made! 


Then Kable Kord began replacing belt after belt, besides 
getting the call in new installations... until today it is 
generally recognized as a revolutionary improvement in 
flat belting. But the present day sales are only a fraction 
of what is promised in the future. For Kable Kord is 
steadily advancing through superior performance capital- 
ized by sound merchandising and consistent advertising. 


We suggest that you, as a progressive distributor of mill 
supplies, get the facts about the Kable Kord franchise. 
Without obligation, write . . . 


L. H. GILMER COMPANY, Tacony, Phila. 


MANUFACTURERS OF V-BELTS, SPEEDAGE 
ENDLESS FABRIC BELTS, KABLE KORD BELTS 


KABLE KOR 














Kable Kord is furnished both endless and 
in rolls. Kable Kord Endless comes in 
standard and special sizes. 
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Dart—Bronze To 


The Bronze—Ground Ball Joint. 


Leakproof, non-corrosive at the joint, no repacking. The two bronze 
rings give a perfect fit because they are machined and ground to a 
true ball are. The last turn of the wrench brings the two seats into 
perfect contact without jamming and they can be taken apart and 
made up time after time with the assurance of a perfect joint. 










ima 


BRONZE-TO-BRONZE 





E. M. DART MFG. CO., PROVIDENCE, R. I. 


Sales Agents: 
The Fairbanks Company, New York 
and at all branches 


Canadian Factory: 
Dart Union Company, 
Toronto, Canada 


Ltd. 











RELIABLE 


This Shield has identified Standard 
Drills, Reamers, Taps, Milling Cutters 
and other small tools for more than 50 
years. It is your guarantee of high qual- 
ity, both as to tools and the organization 
back of them. 


You and your salesmen can recommend 
Shield Brand tools, with the assurance of 
satisfactory performance. 


Tae StanDARD Joo ([0. 
CLEVELAND, OHIO 


NEW YORK CHICAGO DETROIT 








several types of sleeve bearings, or 
as a cut-off coupling. The manufac- 
turer claims the following advances 
for this clutch: It may be run at high 
speed with transmitting capacity in 
direct ratio to speed; the friction discs 
are faced with burn proof asbestos 
which permits extreme slippage in 


| starting a load so that a soft easy 
| picking up of load is possible without 


jar or vibration, and all working parts 
of the shifting mechanism are heat- 
treated hardened steel assembled 
within the case front and require 


| very short movement of the shifter 


| 


| tion in 


cone to engage or release the discs.— 
Kinney Manufacturing Company, 
Boston, Massachusetts. MILL SUP- 
PLIES, March, 1935. 


Cleaning and Polishing 
Machine 





© A STRIP steel cleaning and polish- 
ing machine has been introduced 
which permits cleaning and polishing 
both sides of strip steel in one opera- 
connection with electric 
hardening and tempering furnaces. 
The method used is to have one ma- 
chine for cleaning the seale, the 
buffing wheel having emery glued to 
the face, and another machine fo 
polishing the strip. Vertical adjust- 
ment is provided to compensate for 
wheel wear. A guide shoe is located 
at each wheel. The machine can also 
be used in the same manner cn wire 
of all sizes, according to the manu- 
facturer—The Standard Electrical 
Tool Company, Cincinnati, Ohio. 
MILL SUPPLIES, March, 1935. 
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O Ot 
Drop Forged 
Steel Valves 


“VDDD pe 


ms. fr Butt 
Welding 





. eeeee Drop forging from clean ductile 
steel results in a fine grained, tough 
structure which is free from inherent defects 
and welds easily ¢ «ee e There is little danger 
of cracking subsequent to welding since the 
structure is normal eee«ee Welding similar 
metals is less troublesome and remedies the 
ills of contact corrosion. 


HENRY VOGT MACHINE CoO. 


INCORPORATED 


LOUISVILLE, KENTUCKY 


Manufacturers of: Drop Forged Steel Valves and Fittings, Oil Re- 
finery Equipment. Water Tube Boilers, Ice Making 
and Refrigerating Machinery, Heat Exchangers. 


New York 
Chicago 
Cleveland 
@ Philadelphia @ 
Dallas 
Cincinnati 
Kansas City 
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SKILSAW 
DRILLS 
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HUSKIER, SMOOTHER, FINER! 


Test them in Action—Then you'll Seel 


Model for Model, Skilsaw Drills de- 
liver an over-plus of power and per- 
formance as compared with any similar 
tools you ever used. Die-Cast Alloy 
Bodies mean they're finer, lighter, more 
compact. Ball Bearing construction 
and specially built mean 
smoother drilling and higher capacity. 
Superior 


motors 


engineering and precision 
manufacturing in every single detail! 
10 POWERFUL MODELS and every one a 


Write for full de- 
tails about our attractive Distributor's proposi- 


standout in performance 


tion 


SKILSAW, INC. 


3330 ELSTON AVE., CHICAGO 














MANUFACTURERS 


TELL US 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed, and other 


facts of interest 





Group Drive Demonstration 
Given in Chicago 
® Chicago was the scene of the 
modern group drive demon- 
stration conducted by the Power 
Transmission Association for 
six days, February 11 to 16, in- 
clusive. Alfred Kullman, re- 
search engineer of the associa- 
tion, put on the demonstration 
in cooperation with the Chicago 
Power Transmission Club, in 
the rooms of The Electric Asso- 
ciation, and many interested 
users were brought to hear his 
talk and see the moving exhibit 
by distributors and manufac- 
turers who are members of the 
club. 

The demonstration had been 
put on in Boston, Worcester, 
New Haven, New York, at the 
New York Power Show, in New- 
ark, Philadelphia, Baltimore, 
Pittsburgh, Cleveland and De- 





troit before being brought to 
Chicago, and from Chicago it 
was scheduled to be given in St. 
Louis, Memphis, Houston, Dal- 





W. F. Redmond, district sales 
manager, Yale and Towne 
Manufacturing Company, and 
Charlie Waldie, Manning, Max- 
well and Moore, Incorporated, 
Jersey City, New Jersey, re- 
turn from a joint call with 
smiles and an order. 





Sales representatives of the Toledo Pipe Threading Machine Company, 
gathered at the company’s plant in Toledo for the annual sales meeting. 


MILL SUPPLIES 
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PARKER-KALON 





PARKER-KALON 
CORPORATION 
192 VARICK ST. 
NEW YORK, N.Y. 


Where Men Who Sell Parker-Kalon Products Can Exchange Business-getting Ideas 





“DOUBTING THOMAS” 
GETS CONVINCED 


Out Dayton way there’s a Superin- 
tendent who, according to Frazee 
Bentley of E. A. Kinsey Co., is the 
original “Doubting Thomas”. He’s a 
substantial customer and uses a lot of 
Self-tapping Screws now, but it took 
some powerful convincing to land the 
first order. 


This “Doubting Tom” tried out Self- 
tapping Screws according to Frazee 
Bentley’s suggestion and saw for him- 
self how much time and labor they 
would save on his assembly work. But 
still he balked. “You can’t make me 
believe these Screws will hold as strong 
as the machine screws with lock wash- 
ers’, he said. 


Frazee answered by pulling out the 
P-K Catalog and letting pages 5 and 6 


do the talking. Next thing he pulled 
out was the old order book, for the 
Catalog pages that give the results of 
the New York University security tests 
will swing any order that depends on 
fastening security. 





We got this story, along with Frazee’s 
thanks for making the P-K Catalog a 
“selling” as well as a “listing” book. 
There’s a lot of sales ammunition in it. 
If you aren’t well acquainted with it, 
get it out, now, and see why so many 
distributors’ men tell us “it’s the best 
thing you could give a salesman”’. 








TOUGH “P. A.” GRINS 


During the last year our distributors’ 
salesmen have seen something they 
had never expected to see... a hard 
boiled Purchasing Agent with a grin. 
It is one of those things that doesn’t 
happen. But the toughest “P.A.” can’t 
prevent it when a salesman walks in 
with Cold-forged Wing Nuts and 
Thumb Screws. 


The grin comes right after theP.A. 
barks out: “Sure, I can see_ these 
things haven’t any defects and are 
better looking, but how much more 
do they cost?” And the 


a 99 
answers: “Not a penny more! 


salesman 


A better product which costs no more 
will get the “P.A.’s” business ... or 
anybody’s, for that matter. It is what 
the whole world wants . .. and what 
Parker-Kalon has provided in Cold- 
forged Wing Nuts and Thumb Screws. 
That is the reason these products be- 
came the biggest sellers on the market 
in only one year’s time. 





There’s a lot of worthwhile business 
for you to get with these items. And 
you can make money on it in com- 
petition with direct selling manufac- 
urers. Ask for list of products using 
Wing Nuts and Thumb Screws .. . 
you'll be surprised to learn that you 


have a prospect at most every stop. 


QUEER SPECIMENS 


Believe it or not... Self-apping Screws 


Some men never give up ‘til they are 
licked. We got a letter from one last 
week, He had found what looked like 
a darn good application for Self-tap- 
ping Screws. But the assembly re- 
quired an unusual form of Self-tapping 
Serew, unlike anything shown in the 
Parker-Kalon Catalog Data-Book. 


However, instead of giving up, this 
salesman sent us an Engineering Ser- 
vice Form * describing the application, 
and on the back of it he drew a picture 
of the sort of Serew he thought the 
prospect would need and asked if we 
could make it. Now it was a queer 
drawing and a queer looking screw, 
but we got his idea and the result was 
he got an order. 


We've made a lot of “queer specimens” 
for assemblies which could not use one 
of the standard Selftapping Screws. 
And when a fairly large quantity is 
required such specials can be econom- 
ically produced. 

*Did you get your supply of these handy 


forms? If not,a post card will bring some. 








NEWS FLASH 





NEW PRODUCT ON THE WAY 


A new money-maker with a large 
and ready-made market... a 
perfect companion item for the 
other Parker-Kalon Products... 
will be “uncovered” in next 


month’s ROUND TABLE. 














PARKER-KALON SELLS 
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WHY.... 


distributors should check 
MAUREY UNIVERSAL 


STEEL V-PULLEYS 
and the effective plan of mill supply 


house distribution behind them .. . 


CUSTOMER GOOD WILL—The outstanding quality of 
4 Maurey Single Groove V-Sheaves makes new friends and 
holds old ones Definite mechanical advantages enable 
these pulleys to stand up and deliver and provide 
compelling sales arguments. The Maurey line is a com 
plete line—the largest line of single groove V-pulleys 
manufactured 
PROFITS—A broad immediate market: a small stock in 
vestment: a good margin on each sale—these factors in 
evitably spell highly satisfactory profits to distributors 
PROTECTION—Maurey has put all its resources behind 
3 the distribution of V-pulleys thru mill supply houses 
Maurey distributors are selected, and fully protected in 


their territories 


Simply send your company name for complete information. 


MAUREY MANUFACTURING CORP. 


Name changed from 


UP-TO-DATE MACHINE WORKS 
2907-15 South Wabash Avenue 
CHICAGO, ILL. 











MAUREY 


The Quality Pulley 
That Has No Equal 


is smooth running. 


—is ‘welded in a manner 
which unusual 


strength 


provides 


solid 
malleable iron 


—is made with 
steel of 
hubs 

No die cast hubs used. 


—is attractive in appear- 
ance: supplied in silver 
iluminum finish. 


World’s Largest 
Manufacturers of 
Single-Groove Steel 
V-Pulleys 











YOU DON’T HAVE TO BE AN EXPLORER 
atl, to discover 


Roper ‘‘Direct-Drive"’ 
handle any clean liquid. 
Roper owe their popularity to. . . 


Simple Design—only two moving parts 
Direct-Drive—operate at motor speeds 
Compactness—small floor space 
Self-Lubrication—no oiling necessary 
Ease of Installation 


Capacity range—! to 500 GP.M 


WRITE TODAY for Bulletin MSR-1 and the 
Roper selling plan. 


Geo. D. Roper Corp., Rockford, Illinois 





DEPENDABLE - 


SINCE 1657 








Rotary Pumps can be sold in almost every plant to 
Known as DEPENDABLE pumps throu zhout industry, 





Hand and Power Pumjs 
for all purposes 


UMPs 





las, New Orleans, Birmingham, 
Atlanta and at the textile show 
in Greenville. R. E. Walker, 
another research engineer, was 
to take over the exhibit at 
Memphis and conduct it from 
there along the route to Green- 
ville. 

In each instance, these dem- 
onstrations are given in co- 
operation with the local power 
transmission club, which is com- 
posed of distributors selling 
power transmission equipment 


| and manufacturers of that type 


of equipment, or their branch 
representatives, depending on 


the locality. 


Purdon, 


| Buffalo, 
| exclusive representatives for the 
| sale and distribution of Home- 


Link-Belt Personnel Changes 


@® Link-Belt Company, Chicago, 

has announced the following 
promotions in its central-divi- 
sion conveyor sales organiza- 
tions: 

William L. Hartley, hereto- 
fore manager of Detroit office, 
has been appointed manager of 
foundry equipment sales, with 
headquarters in Chicago. 

Harold L. Hoefman, formerly 
manager of the company’s In- 
dianapolis branch, succeeds Mr. 
Hartley as manager of the De- 
troit office. 

Richard B. Holmes, 
St. Louis office, succeeds Mr. 
Hoefman as manager of Indi- 
anapolis branch sales, and Carl 
A. Blomquist, of Chicago, suc- 


of the 


, ceeds Mr. Holmes at St. Louis, 


where he will assist Howard L. 
manager. 


Homestead Valve Has New 
Distributors 


@ The Carey Machinery and 

Supply Company, Baltimore, 
L. E. Livingstone, Fort Worth, 
Texas, and Charles A. Randorf, 
have been appointed 


stead valves according to an 
announcement by the manufac- 


turer, the Homestead Valve 
Manufacturing Company, Cora- 
opolis, Pennsylvania. Atkins, 


Kroll and Company, San Fran- 
cisco, has been made exclusive 
representative on Homestead 
valves in the Philippine Islands. 
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THE MORSE LINE 
Includes 
| High Speed and Carbon 
DRILLS, REAMERS 
CUTTERS 
TAPS and DIES 
SCREW PLATES 
ARBORS, CHUCKS 
COUNTERBORES 
MANDRELS, TAPER PINS 
SOCKETS, SLEEVES 


. 














"9 » 
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The advantages of concentrating on Morse Tools 
are obvious. In addition to offering your cus- 
tomers the most generally accepted line of cutting 
tools, you get the full advantage of Morse adver- 
tising which has helped to make Morse Tools the 
most salable line on the market. 


It is easier to sell Morse Tools 
than to try to sell against them. 


KA Ti Ee = re 
TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD - .°. MASS., U.S. A. 


NEW YORK STORE: 92 LAFAYETTE ST. CHICAGO STORE: 570 WEST RANDOLPH ST. 






HELPING monse oistaiputors 


TO TIE UP THE TOOL BUSINESS 


wi 
TOR; te bie 
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tHe CONFIDENCE or rnose 
WHO BUY, IS ESSENTIAL 


















You cannot expect to profit from 
your sales of the belting you handle 
if it does not have the confidence of 
the user. When users get longer-than- 
average years of dependable service 
as they do with Schieren Belting, it is 
certain to build up confidence and 
result in profitable repeat business for 
the Jobbers who handle it. That is 
obviously why several more jobbers 
this month have taken on this profit- 
able line May we suggest 
Write us. 


that you consider it. 


G 


_ Perera mn 
Schieren ( “ha io al 
iT " ‘ 


Belting : : 


42 FERRY STRFI T 


R BELTING PACKINGS and SPECIALTIES 


NEW YORK 


® 
ALWAYS DEPENDABLE 














Coffing distributors 
are asking— 


Why not utilize the law 
of gravitation? 


Raise your load— 
Let nature lower it! 





COFFING’S NEW TYPE SPUR GEAR, 
GRAVITY-LOWERING HOIST 





Distributors are finding this new hoist—with its five 
revolutionary advantages—a real sales builder. It fea- 
tures: (1) Load lowered by gravity; (2) lowering speed 
automatically controlled by governor; (3) light weight; 
(4) free chain; (5) ball bearings. 

Investigate this new hoist and the Coffing distributor 
policy which provides a liberal profit margin and im- 
portant sales assistance. Complete information gladly 
supplied 


COFFING HOIST COMPANY 
319 E. Van Buren St. Danville, Hl. 





The 
Ball - 


Gear, Gravity Hoist 


New Cofhng 
bearing Spur 





_ Also : ° 
BINDERS . . . . —the universal tools 











| company’s 











Mulcahy Promoted by Ameri- 
can Asphalt 


@ Walter T. Mulcahy has been 

elected a vice-president of the 
American Asphalt Paint Com- 
_pany, Chicago. He will now 
| have complete charge of the 
eastern operations. 





. W. T. MULCAHY 


Mr. Mulcahy’s headquarters will 
continue in New York City, and 
he will contact mill supply dis- 


_tributors throughout the entire 


eastern section. During his 13 
years with the American As- 
phalt organization he has served 
distributors in practically every 


_section of the United States, 
‘and has won many friends in 


the trade. His long career in 
merchandising the ‘“Valdura” 
line of paints and coatings fits 
him well for his new duties. 


Twist Drill Issues 
New Catalog 


® The National Twist Drill and 
Tool Company, Detroit, has 
brought out Catalog 15, a com- 
plete book of 312 pages and 
cover, on its lines of twist drills, 
reamers, milling cutters, hobs 
and special tools. It is com- 
pletely illustrated, has tables 
'with specifications and prices, 
and other important informa- 
tion. In addition, it contains the 
National Engineering Data 
Book, with data, tables and en- 
| gineering information pertinent 
|to the use of cutting tools and 
the machining of metals. For 
convenience, the various sections 
appear in different colors. 


National 
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A ™ salesman... yet 


he’s never on your payroll 


What you distribute is advertised or 
should be advertised in Factory Manage- 
ment and Maintenance. It’s probably a 
publication that would never interest 
you but what should interest you is the 
fact that it’s your best customers’ 
publication. 


Manufacturers in your territory read it 
for the same reason that manufacturers 
in other territories the country over 
read it, namely, that it works ever- 
lastingly to help them cut down fac- 
tory costs through the use of modern 
machinery, equipment and supplies. . . 
the same thing that you are selling them. 


“Factory” is the factory operating offi- 
cials’ paper—is edited exclusively for 
those men in charge of factory opera- 
tions. These men indirectly and 
directly buy the things you sell. More 
of these men subscribe to Factory Man- 
agement and Maintenance than any 


other industrial publication. 


Wouldn’t it be a good idea for you to go 
through the advertising pages of this 
publication to see how many of the 
products you carry are or are not ad- 
vertised? We'll be glad to send you a 


sample copy. 





MANAGEMENT and MAINTENANCE 


~ BACTORY » 


Published by McGraw-Hill at 330 West 42nd Street, New York 
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FIBRO 


FORGED 


TRADE MARK 


SCREWS 


FIBRO FORGED 


& 


SCREWS 


Ask 


Your 3 


Screws 


Customers 
what they think 
of Continuous 


Fibers 


We know their answer will 
be ‘‘a stronger and better prod- 
uct” 


Continuous Fibers in FIBRO 
FORGED Screws are only one 
of the many advancements built 
into these new Socket Screws. 


Sockets that take all the pun- 
ishment given them and still ask 
for more. Controlled Grain 
Size Steel and Atmospherically 
Controlled Heat “Treatment 
mean Unfailing Performance 
in Holo-Krome FIBRO 
FORGED Screws. 


XE INDUS TRy fo, 














George Munro, who has re- 
cently joined the sales organ- 
ization of the Heller Brothers 
Company, manufacturer of files. 
Mr. Munro was with the Cleve- 
land File Company for seven 
years as Chicago district man- 
ager. 


New Representatives For 
David Round and Son 
@ The David Round and Son 
Company, Cleveland, manu- 
facturers of chain hoists, has 
announced the appointment of 
W. A. Whaley, 525 Grayton 
Park, Norfolk, Virginia, who 
will represent them in Virginia 
and North Carolina; George W. 
Allen, 636 Roberts Avenue, 
Syracuse, New York, who will 
represent them in New York 
State east to Schenectady; 
William C. Scott of Industrial 
Machinery, Incorporated, 7644 
Woodward Avenue, Detroit, who 
will represent them in Michi- 
gan, Northwestern Ohio and 
bordering Canada, and J. L. 
Kilroy, 114 Bauer Avenue, 
Louisville, Kentucky, who will 
represent them in Kentucky and 
the southern half of Indiana. 


Ohio Forge Reopens Chicago 
Office 

le The Ohio Forge and Machine 

Corporation, Cleveland, suc- 

cessor to Gears and Forgings, 


Incorporated, manufacturers of | 


gears, speed reducers, forgings 
and special machinery, an- 
nounces the appointment of The 
Denton and Anderson Company, 
1225 West Washington Boule- 
vard, Chicago, as its representa- 
tives in the Chicago territory. 
Associated with George E. King 
in this office are Clyde G. 
Bassler, C. A. Gould and John 
R. Poyser. 











Here’s a 
NEW SALES 


Story that’s 
CLICKING— 


Because it’s sound, timely and 
straight down the old sales 
alley. 


FIBRO FORGED Screws 
—a new method of manufac- 
turing patented by Holo- 
Krome. 


This Screw has enough 
new sales angles to satisfy the 
most exacting buyer. In fact, 
he has been looking for such 
iscrew for along time. Tell 
him the story. 


Widening Markets? Building 
Profits? Write to Mr. “S”, 
of The Holo-Krome Screw 
Corp., Bristol, Conn., U.S.A., 
and ask him how he can help 
you answer these questions. 


— 
= 
a 
_ = 
= 
= 
=_ 
- 
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Pipe 
Set Screws Plugs 





Stripper Bolts 


FIBRO 
FORGED 


TRADE MARK 


SCREWS 





MILL SUPPLIES 




















aa tee’ ook Gs 





New York Belting Appoints 
Boykin Tool Distributor 


@ B. F. Ruether, general man- 
ager of New York Belting and 
Packing Company, Passaic, New 
Jersey, has announced that 
arrangements have been com- 
pleted with Boykin ,Tool and 
Supply Company to distribute 
the complete line of New York 
Belting and Packing belting, 
hose and packings in Atlanta, 
Georgia, and the surrounding 
territory covered by that dis- 
tributing organization. 
Although now located at 136 
Marietta Street in Atlanta, 
Boykin Tool and Supply Com- 
pany will move within the next 
few weeks to 130 Marietta 
Street where it will have larger 
quarters. This move has been 
made advisable by the steady 
increase in business which the 





e Something New and Better 
in “V” Belting ... 





In recent years industrial users have been looking 
for a V-Belt that is adjustable to length — that 
can be made endless on the job without lacing, 
splicing or fasteners. 


We have succeeded in producing a belt which 
ideally meets these requirements. At the same time, 
it is exceptionally strong and smooth-running, and 
offers greater efficiency and longer life than the 














average moulded V-Belt on the market. 


VEELOS V-BELTS are made of rubber impreg- 
Boykin Tool and Supply Com- nated fabric segments assembled at the factory and 
pany employs five salesmen who shipped in rolls, which in a few minutes can be 
devote specialized selling effort = converted into numerable endless belts of any 
to a comparatively few lines of desired length. 

industrial equipment. Arrange- 
ments have been made for main- 
taining at all times a stock of 
New York Belting and Packing 
Company mechanical rubber 
goods adequate to serve prompt- 
ly and efficiently the require- 
ments of this distributor’s ter- 
ritory. 


Boykin organization has en- 
joyed. 


They are exceptionally adaptable for large speed 
reductions. Side bulging, internal friction and fa- 
tigue are eliminated due to the special construction, 


Showing principle of as- 
sembly from individual 
links. 


Links overlap. 
Construction is 


simple ... as 1. S. Pate 
Kullman Addresses sembly | quick. Vis82888— 
Philadelphia Engineers : ber detachable 
Pp ns _ or - 
the market, < 
® Alfred Kullman, research en- 1 
gineer of the Mechanical operation in” England 
Power Engineer Association, ad- bh 
dressed a group of 51 of Phila- a 


delphia’s prominent engineers in 
the Benjamin Franklin Hotel 
on January 10. His subject was 
“The Modern Group Drive.” 
After the luncheon Mr. Kull- Quicker turnover. . . . Investigate! 
man again addressed the meet- - . . 
ing the Philadelphia Electric MANHEIM MFG. & BELTING CO. 
Company’s exhibit room where MANHEIM, PA. 
he demonstrated a working 407 S. Dearborn St. 350 Broadway 
model illustrating the compari- Chicago, Ill. New York City 
son of efficiency between the 
modern group drive and direct Manufacturers of Famous 
drive. VEELOS BALATA BELTING 
A film on “Modern Drives,” 
accompanied by an electrically 
transmitted talk by Victor A. 
Hanson, research engineer, was 
another feature of the meeting. 


VEELOS V-BELTS are highly profitable for distributors. 
Without the use of any special tools, any length required 
can be easily and quickly made endless from the several 
sizes carried in stock. ... Smaller stocks required. . . « 


that is Guaranteed to Satisfy 
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Place this Free Fittings 
Chart in Your 
Customers’ Hands 





A Big Helpto Salesmen ....... 4 
CHECK UP—How Many Copies Can You Use? 


Are You 
Cultivating the 


Important Fittings 
MARKET? 


Distributors Find Minimum Sales 
Effort Brings Gratifying Profits When 
They Sell the IMPERIAL Line 


Almost every call offers an opportunity 
to sell brass fittings. With the Imperial line 
you can offer your customers fittings of every 
type—Compression, SAE, Hi-Duty, Brass 
Pipe Size, Aluminum, and Solder. The mar- 
ket is steady and year ‘round. 


The average needs of your locality can be 
taken care of with a surprisingly small stock. 
Quick service is provided on any special 
fittings you may require. 


Ample profit margin, protection, and sales 
aid are features of Imperial's distributor 
policy. Write now for complete information. 


IMPERIAL BRASS 


MANUFACTURING CO. 


511 S. Recine Avenue 









ALSO MANUFACTURERS OF IMPERIAL WELDING, 
AND PAINT SPRAY EQUIPMENT 


CUTTING, 


8 | a acme 


* 





Known and Accepted . . because of 


CONSUMER 
ADVERTISING 


BON? Truck Casters are known 

and accepted as the standard 
line because of consistent advertis- 
ing these leading magazines, 
read regularly by your customers. 
When your salesmen offer Bond 


the 


Casters customer 





a ctu 
“CLO¥ yi 4c) | 





will heartily approve the 
The Bond 
Line, known and adver- 
will add to the 
reputation and prestige 


suggestion. 


tised, 
The 
of your company with 
* COMPLETE 
* CONSUMER 


your mill and factory 
customers. 


Write for Job 





BOND FOUNDRY 


Pp i 


* QUALITY PRODUCT 


* PROFITABLE MARGIN 


4-STAR Line 





LINE 
ADVERTISING 4 
1523-A Series 


(Patented) 
ber Proposition. 





& MACHINE COMPANY 


MANHEIM, tanc. co., PENNA. 


PHILA. OFFICE: 617 ARCH 


ST N. ¥. C. OFFICE: 30 CHURCH ST 











Herbert A. Henggi, left, and 
Henry G. Lambert, right, both 


of the Walworth Company, 
snapped with Howard Rein, Ca- 
sanave Supply Company, Phila- 
delphia, on a visit to the latter 
company. 


Two More Houses for 
Alexander Brothers 


® Shibley and Company, 9 South 

Clinton Street, Chicago, and 
the Fisher Supply Company, 
Marshalltown, Iowa, have re- 
cently taken over distribution 
of Alexander Brothers, Incor- 
porated, leather belting, and 


| allied products manufactured by 


that company. 


| New Distributor For Bond In 


New York City 


@ Bond Foundry and Machine 
Company, Manheim, Pennsyl- 


| vania, has announced the ap- 


pointment of Carter, Milchman 
and Frank, Incorporated, 139 
Center Street, New York City, 
as distributor for Bond products 
in the metropolitan area. They 
will handle the complete line of 
Bond truck casters and Bond 
power transmitting machinery 
manufactured by Bond Foundry 
and Machine Company, and also 
Bond stock gears manufactured 
by Charles Bond Company, 
Philadelphia. 


New Vice-President for 
DeVilbiss Company 
@ W. F. Gradolph was elected 
vice-president, in charge of 
sales, of The DeVilbiss Company 


_by the Board of Directors re- 


cently. Mr. Gradolph has been 
with the company for the past 


| 24 years. 
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New Distributors for 
**Permite”’ Paint 


@ Aluminum Industries, Incor- 
porated, Cincinnati, has an- 
nounced that the following Ohio 
distributors have recently been 
given sales franchises on 
“Permite” aluminum paint; East 
Akron Hardware Company, 
Akron; Winters Hardware Com- 
pany, Fremont; The Universal 
Supply Company, Newark, and 
George M. Rinkliff, Sandusky. 


Alexander Brothers Holds 
Sales Conference 
® Several weeks ago, Alexander 
Brothers, Incorporated, Phila- 
delphia, held a general sales 
conference which was attended 
by all of its salesmen covering 
the mill supply houses of the 
United States. The program, 
which ran for three days, out- 
lined plans for increased activity 
with distributors. 


Lunkenheimer Issues New 
Bulletin 
® An 8-page bulletin describing 
Lunkenheimer “Causul” metal 
gate valves for corrosive serv- 
ice has just been released by 
The Lunkenheimer Company, 
Cincinnati, Ohio. This bulletin, 
which is profusely illustrated, 
contains specific applications of 
“Causul” metal valves, price- 
lists and leading dimensions, 
together with a confidential in- 
formation blank. 


Valve Reference Book 

® A 46-page illustrated refer- 

ence book, No. 37, has been 
issued by the Homestead Valve 
Manufacturing Company, Cora- 
opolis, Pennsylvania, describing 
the complete line of Homestead 
valves, including the newer 
products, such as the “‘Protected 
Seat” hydraulic operating valve 
and the “Protected Seat” spray 
valve, used in the control of 
high pressure hydraulic spray 





Systems for descaling steel. 
Numerous illustrations of in-| 
Stallations are shown, - the | 
“Hypressure Jenny,” vapor) 
Spray cleaning cme. is also | 
described. Full dimensions and 
prices are given. 
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This Messages Uddsessed fo Lumktnkermer 


Dishibuloss and Shei Salesmun. 





Mey 
AIR Nozze > 


which mean savings for your 







customers and added 
profits for you 





These new, profitable, easy-to-sell de- parent Ra 
viees, find wide application in virtually all el — 
types of industries and quickly pay their i —_ 

Fig. 1840-P1 

Pointed Tip 
Integral Hose End 


initial cost in the saving of time and labor, 
and prevention of air wastage. 


Every plant equipped with compressed 


air uses air nozzles and the new 
Lunkenheimer designs place you in the 
front ranks to go after this desirable busi- 
ness. 

These air nozzles have non-metallic 
dises that are easily and quickly renewed, 


insuring seat tightness. Unrestricted flow Fig. 1841-PT 
» 
area through the nozzle, permits free _ Pointed Tip 
. Female Pipe End 
passage of scale or grit, that might be 
carried with the air through the pipe line. 


An intensive campaign of advertising Ajr Cocks for controlling Air 
in leading trade journals is carrying the Supply to Hose and Air Nozzle 
story of Lunkenheimer Air Nozzles to ° 


thousands of industrial plants, and you : " 
will capitalize by supplementing _ this Fig. 1571 
effort with your own aggressive sales _Air Cock 
work Female Ends 


And incidentally, do not overlook Figs. 
1571 and 1573 Air Cocks for use as shut- 
offs between the air line and air nozzle. 
These devices go hand in hand with 
orders for Air Nozzles. 


Fig. 1573 
Air Cock 
Male Ends 





THE THE LUNKENHEIMER CS. Air Nozzles and Air Cocks 


"QUALITY = are illustrated in the new 
CINCINNATI, OHIO. U. Ss. A. booklet 533-A. Have you a 
NEW YORK CHICAGO 8 supply for distribution? 
PHILADE MIA ar RAN CO 
EXPORT 72 HUE t 


SELL QUALITY - SELL LUNKENHEIMER 








ONE JOB — ONE AIM 


To serve those who demand the best 


owen . 1} 
nt i LAER | | | 





WINTER TAPS & DIES are made by real tool craftsmen, 
interested only in the high producing value of their product. 


DEALERS who have long handled this line (and they num- 
ber many of the leading distributors of the country) recom- 
mend them to their customers without reserve. 


CUSTOMERS buy them year after year in increasing 
quantities. We ask no higher praise. 


Let us send you our catalogue 


THE WINTER BROTHERS COMPANY 


Dependable Taps and Dies 
WRENTHAM, MASS. 


Division of the National Twist Drill & Tool Co., Detroit, Michigan 




















Why RED CAP 
distributors 


sold 


The Capital Red Cap line of brushes 
and brooms has been sold thru distri- 


BASS PUSH 
BROOM 


stay IR 


\ 








butors since its very inception over 
forty-five years ago. During this en- 
tire period the “turnover” of distri- 















butors has been extremely low. 


Why have Capital Red Cap distributors 
stayed sold? Briefly, the answer lies 

first in brush quality — the kind that 

bings customers back after more; sec- 


ond, a full line providing a brush for 


practically every customer requirement ; 


and third, a policy — time tested — 
which includes protection and sales aid 
and recognizes that Indianapolis profits 
rest upon distributors’ profits. 


if you are interested in this successful Red 
Cap Line and the Red Cap policy, just send 
your name for complete details. 


MILL BROOM 


Brush & Broom Mfg. Co. 


Established 1890 
126 Brush St. Indianapolis, Ind. 











INDIANAPOLIS 











90 


. 





Bullard Company Stages 
Safety Clinic 


® The E. D. Bullard Company, 
San Francisco, manufacturer 
of safety equipment, recently 
conducted the fifth in a series of 
‘clinics for the study of accident 
| prevention and ‘first aid meth- 
'ods, which, it is said, was at- 
_ tended by more than 300 repre- 
sentatives of factories in Central 
|California. The course consisted 
\of five sessions conducted by 
|two members of the Bullard or- 
| ganization, at which demonstra- 
|tions were made of the simpler 
| types of dressings and treat- 
|ments, and explanations given 
of other methods of effective 
first aid. Those attending were 
‘also given the opportunity to 
|handle dressings and bandages 
under the supervision of in- 
structors. 
| The course was given under 
the auspices of the Industrial 
| Accident Commission of Cali- 
fornia and the California 
|\Safety Society, and each per- 
‘son attending all the sessions 
'was given a certificate of com- 
pletion by the latter organiza- 
tion. 








| 
| 


Standard Issues Electric Tool 
Catalog 


® Catalog number 47 covering 
| electric drills, grinders, and 
| buffing and polishing machines, 
has been prepared by The Stand- 
‘ard Electrical Tool Company, 
| Cincinnati, Ohio. Copies will be 
'sent on application to the com- 
pany. 


‘Catalog Consolidates Millers 
‘Falls and Goodell-Pratt Lines 


\@ The first consolidated catalog 
| of Millers Falls and Goodell- 
Pratt tools is now being dis- 
tributed by Millers Falls 
‘Company, Greenfield, Massa- 
| chusetts. 

This catalog, known as Num- 
ber 41, retains the best selling 
‘items of both lines and many 
new items which have been 
added to round out major clas- 
sifications. In several instances 
entirely new lines have been 
\substituted or added—notably 
‘earving tools, polishing and 
'grinding heads, turning tools 
and Blu-Mol hack saws. 
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Timken Announces Two | 
Promotions | 


® H. W. Trump has been pro-| 

moted to the position of dis-| 
trict manager of the industrial | 
division of The Timken Roller 
Bearing Company, Canton, Ohio, | 
with headquarters in Dallas,| 
Texas. John A. Robinson, for-| 
merly in charge of the Dallas) 
office, has been transferred to 
the automotive division and ap-| 
pointed district manager of that | 
division, with headquarters in 
the Chicago office. 


Adjustable Clamp Makes 
Changes in Officers 


@ H. V. Holman is now presi-| 


dent and treasurer of the) 
Adjustable Clamp Company, | 
Chicago, succeeding in those of-| 
fices his mother, the late Mrs. 
Adele W. Holman, who served 
as president and treasurer from | 
1914 until the time of her death. | 
Mr. Holman has been in active | 
charge of the company’s affairs 
since 1918, however. He has 
been succeeded as secretary by | 
his son, D. V. Holman. 


Motter’s Sons to Handle 
General Refractories 


@®The General Refractories 

Company, Philadelphia, has| 
announced the appointment of | 
George F. Motter’s Sons, York, 
Pennsylvania, as its dealer- 
agents in the York area. The’ 
Motter Company will carry a| 
complete stock of refractories in 
addition to its well rounded line | 
of other mill supplies. 


Manhattan Rubber Awarded 
Patents 


® Announcement has just been 
made by The Manhattan Rub- 
ber Manufacturing Division, 
Passaic, New Jersey, of patents 
granted that company for its 
Condor Compensated belt. 

By virtue of the construction | 
of this belt, it is said that ply | 
stresses are equalized as the belt | 
flexes around the pulley. The 
patents award exclusive right of 
manufacture to the company. 
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CHAIN HOISTS 
POSSESS 


TREMENDOUS 
LIFTING POWER 
AND THE 
NAME YALE 


HAS 


TREMENDOUS 
SALES POWER 


FOR 


DISTRIBUTORS 
“From Hook ime) oe 


a Line of 


Steel” 


THE YALE & TOWNE 
MANUFACTURING CO. 
PHILADELPHIA DIVISION 
PHILADELPHIA, PA., U.S.A. 


Makers of Yale Hand Chain Hoists, 
Electric Hoists, Trolleys, Hand 
Lift Trucks and Skid Platforms 





Yale Spur-Geared 
Chain Hoist 
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Your customers, 


is standard equip- 
Mr. Salesman, 


ment on “Leader” 


often look to you Die-Stocks. This 
for recommenda- is a universal 
tions. You can chuck which elim- 
recommend inates the use of 
“Leader” Die- pipe bushings and 


Stocks with the 
satisfying assur- 
ance that they are 


set screws and in- 
sures straight 
threads. 





“okey” in every LEADER’ **Leader’’ Die- 
respect. No. 1-A Die Stock Stocks are made 
“LEADER” Die- in two types: 
Stocks are of the receding type. No. 1 Plain Type and No. 1-A Ratchet 


Their easy-cutting dies and care- 
fully machined, non-clogging leader 
screw insure smooth, frictionless 
operation. 


Type. 

Remember that the Oster-Williams 
line includes modern pipe threading 
machines and die-stocks for every 


The famous Oster centering device threading requirement. 








Stocks and Dies — Pipe and Bolt Machines — Pipe Welding Tools 


OSTER- WILLIAMS 


Sales Office: 2041 EAST 61st STREET, CLEVELAND, OHIO Factories: ERIE, PA. and CLEVELAND, OHIO 
























Hooded Type 
Huntington 
Dresser 


Regular Type 
Huntington 
Dresser 





Question: 


What is the difference in Huntington emery 
wheel dressers and cutters ? 


Answer : 
To look at, practically none. The handles 
are mostly alike. The cutters are all star shaped 
and the genuine Huntington has 7/8 teeth. 








However, there is a vast difference in the cutters, which. 
®fter all do the work. The most important operation in 
the making of Huntington cutters is the hardening, for, if 
they are too soft they will mush over and if too hard the 
teeth will fly off, which, in both cases, makes them useless. 














E operate one of the foremost heat treating establishments in the country, annually 

turning out millions of heat treated parts for the automotive industry. All our Hunting- 
ton cutters are hardened by a special formula, which we control, known as the “Vincent 
Process." This enables us to uniformly harden and temper our cutters to the exact degree 
of hardness and toughness that is required for this particular job 

That's why Vincent Huntington dressers and cutters are used as standard equipment in 
many great industrial plants 

They make satished customers and bring repeat orders to distributors 


Catalog sheets are available for your salesmen. 


THE VINCENT STEEL PROCESS COMPANY 


DETROIT MICH. 
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Hyde, 
in front of a New York supply 


Quick, Horner meet 


house. Their families know 
them as Tom Hyde, vice-presi- 
dent, Henry G. Thompson and 
Sons Company, A. H. Quick, 
Pheoll Manufacturing Com- 
pany and R. G. Horner, The 
Van Dorn Electric Tool Com- 
pany. 


New Distributors for Schieren 
Company 


® Charles A. Schieren Company, 

New York City, has announced 
that the following distributors 
have taken on the Schieren 
line of belting; Colonial Pipe 
and Supply Company, Buffalo; 
Noland Company, Chattanooga; 
Superior Iron Works, Shreve- 
port, Louisiana; Alexander 
Grant’s Sons, Syracuse, New 
York, and Case Mill Furnishing 
Company, Hopkinsville, Ken- 
tucky. 


Roper Issues Two New 
Bulletins 


® The George D. Roper Corpo- 

ration, Rockford, Illinois, has 
brought out two new bulletins, 
R-5 and R-7, the former on 
Roper direct drive rotary pumps 
for hydraulic power transmis- 
sion and general purpose, and 
the latter on Roper rotary 
pumps for industrial plants, 
bulk stations, refineries, tanker 
terminal service and _ general 
purpose. These bulletins are 
attractively done in black and 
white, are well illustrated and 
contain considerable information 
concerning these lines, with data 
tables. They are punched for 
insertion in catalogs. 


MILL SUPPLIES 





















XUM 





Milwaukee Brush Has New 
Condensed Catalog 


@ The Milwaukee Brush Manu- 

facturing Company, Milwau- 
kee, is out with a new condensed 
catalog on its wire, bristle and 
fibre brushes and brooms for 
industrial uses. It ‘is a_ two- 
color job and is prepared for in- 
sertion in the catalog binders 
of distributors’ salesmen or for 
distribution to their customers. 
The catalog is completely illus- 
trated and contains prices, 
specifications and descriptive 
material. 


Motor Bulletin Issued 


® Leaflet 2182, descriptive of 

the new Seal-Clad induction 
motor with protected windings, 
has been issued by the Allis- 
Chalmers Manufacturing Com- 
pany, Milwaukee. Distinctive 
features of these motors in 
ratings up to 24 horsepower, 
1800 revolutions per minute, are 
given. Copies will be furnished 
by the manufacturer on request. 


Lunkenheimer Issues New 
Bulletin 


® A colorful 4-page bulletin has 

been issued by The Lunken- 
heimer Company, Cincinnati, 
describing Lunkenheimer bronze 
air nozzles with renewable non- 
metallic disc. 

The bulletin contains illustra- 
tions of the different parts of 
the nozzle and also sketches 
showing its different uses. A 
price-list is also contained in 
this bulletin. 


General Refractories Issues 
Bulletins 


® The General Refractories 

Company, Philadelphia, has 
just prepared a series of ten 
booklets describing the com- 
pany, its products and markets. 

One called “Refractory Prod- 
ucts and Service” gives complete 
information on the company 
and its 20 plants, four cover 
various products, four describe 
important markets for these 
products and one is devoted to 
refractories produced in the 
company’s southern plants. 
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Sturdy Steel Ousts 
Wood 





Patented 
Patents Pending 


“Hallowell”? Work-Bench Of Steel 
The ready-made, shipped out of stock “HALLOWELL” 


Steel Bench Equipment has already made such head- 
way that you ought to give it serious consideration in 
case you haven't done so. 


The “HALLOWELL” Line is an_ honest-to-goodness 
money maker, but as this space is entirely too small 
to tell you all about it, be sure to write us for our 


BULLETIN 445 and others 


And our many salesmen continually working with and 
for Dealers to increase their sales, demonstrate that 
we practice what we preach—Co-operation. 








OUR BEST SELLERS 


“HALLOWELL” Steel Work-Benches 
*HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, 


Semi-Portable 
“*HALLOWELL” Steel-Wood Work Benches 
“HALLOWELL” Steel-Wood Work-Tables 
*HALLOWELL” Steel Bench Drawers 
*“HALLOWELL” Steel Chairs 
“HALLOWELL,” Steel Stools 
*““HALLOWELL” Foremen’s Desks 
‘““HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“UNBRAKO” Hollow Set Screws 
“UNBRAKO” Socket Head Cap Screws 
*“UNBRAKO” Stripper Bolts 
“UNBRAKO” Pipe Plugs 


Power Transmission Appliances 


























STANDARD PRESSED STEEL CO 


BRANCHES BRANCHES 
nosToN JENKINTOWN, PENNA. sew yore 
CHICAGO SAN FRANCISCO 

ST.LOUIS 








DETROIT BOX 519 
























x DEALER 


SINCE 


DISTRIBUTION 


1874 








A Mid-western Dealer Writes: 


“At our recently held Thirty-Second Annual Meeting, the di- 
rectors were recalling with considerable pride the number of 
prominent manufacturers whom we have represented for prac- 
tically that entire period. 






ie 


05 O4n GavMS 


“Among the names most favorably mentioned was that of your 
good firm—the S. W. Card Manufacturing Company. While we 
did not start with your line, we soon acquired it and want to 
express our satisfaction with your record of twenty-five or thirty 
years of splendid cooperation. Our relations have been so inti- 
mate and pleasant that we actually feel we are a part of the S. W. 
Card Manufacturing Company’s Sales Organization.” 








Are you interested in this kind of a connection, 
Mr. Dealer? 





S. W. CARD MFG. CO. 


Division of Union Twist Drill Co. 


Mansfield, Massachusetts, U. S. A. 














Half Round Knife 


~ — 
Send for catalog and price 
list 


Files of precision 
MADE IN UNITED STATES 





You make friends and build up a 
profitable account when you sell 
American Swiss Files of Precision. 
Because they satisfy, are sold at 
no higher price than any other 
Swiss Pattern File manufactured 
in America and the sales policy 
behind them is 100% through 
distributors. 


This assures you of a profitable 
line. 





We make a complete line of 
mechanics’ hand tools and LE t 
knurls - 


AMERICAN SWISS FILE & TOOL CO."ELIZABETH,N. J. 
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Alexander Brothers Issues 
New Catalog 


@ A pocket-size catalog, known 

as Number A-49, has been is- 
sued by Alexander Brothers, 
Philadelphia. This catalog, 
which covers leather packings, 
contains illustrations of the dif- 
ferent types of packings, as well 
as descriptive matter. A price- 
list and a specimen order blank 
is also contained in the catalog. 


New Booklet Issued by 
Broderick and Bascom 


@ “What You Should Know 

About ‘Flex-Set’ Preformed 
Construction Wire Rope” is the 
title of a new booklet just issued 
by the Broderick and Bascom 
Rope Company, St. Louis. This 
booklet is done in two colors, 
yellow and black, contains 18 
pages and cover and is illus- 
trated with photographs and 
drawings. 


E. H. Clark to Represent 
Harnischfeger 


@ EF. H. “Jim” Clark has joined 

the Harnischfeger Corpora- 
tion, Milwaukee, in a sales ca- 
pacity on the new line of 
“P & H” convertible motors. He 
will represent Harnischfeger in 
the middle west and southwest. 
Mr. Clark was formerly St. Louis 
manager for the Rockbestos 
Products Corporation and was 
with the Northwestern Power 
and Light Company for 11 years. 


New Bulletin Issued 


® The Duff- Norton Manufac- 

turing Company, Pittsburgh, 
has brought out a new bulletin 
describing its standard and 
aluminum alloy journal jacks. 
This bulletin, done in aluminum, 
red and black, is very colorful 
and informative. 








Where There’s a Lathe 
A Sale Can Be Made 
(continued from page 11) 











did not have good measuring in- 
struments when it was estab- 
lished, varies a few thousandths 
on the different sizes. For 
good fits it is necessary to have 
a standard gage, instead of at- 


MILL SUPPLIES 
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tempting to measure the taper. 
Pipe taps and dies are tapered 
44-inch to the foot, or one-inch 
in sixteen-inches. The new mil- 
ing machine spindle taper is 
314-inches to the foot. 

The driving of the lathe offers 
frequent opportunities for a 
sale. Whether the tool be belt 
driven from a counter-shaft or 
equipped with its own motor 
and driven with V-belts, the re- 
placement business is worth 
looking out for. 

You can show some of your 
customers a lot about their com- 
pound rests. Be sure they know 
which way to read the gradua- 
tions on the base, and don’t let 
them get fooled into using a 
half angle where the whole, or 
included angle was_ intended. 
All compound rests are not 
graduated in the same way so 
be sure they know which to use 
for a 30- or a 60-degree angle. 
Then there are the steady rests 
and the follow rests, both of 
which mean a lot in turning of 
threading long work. Be sure 
they know how to use- them 
both; it will save a lot of grief. 
Of course, you can’t play nurse- 
maid to all your customers. A 
lot of them may know more 
about the machines than you do. 
Sut you are sure to find quite 
a lot who will need and appre- 
ciate a little coaching, and you'll 
make more sales if you can help 
them out of difficulties. 

There’s a lot more to lathe 
work than I have been able to 
describe in this limited space. 
Using indicators, micrometers 
and other tools to best advantage 
is an evening’s chat in itself. 











Wide Use of Hand Grinders 
Points Way to Orders 
(continued from page 15) 








ment for routing and reaming 
type metal. The tool enables 
them to cut away the material 
quickly, accurately, and with 
effortless control and ease of 
movement. 

Service men carry these little 
tools in their kits and find that 
cash registers, typewriters, add- 
ing machines, calculators, book- 
keeping machines, and so forth, 
can be quickly and efficiently 
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FAIRBAN KS 


PLUG TYPE 


- REGRINDING VALVES 


Out of Fairbanks’ experience of 
more than fifty years comes this new 
modern bronze valve—a valve designed 
especially for services where there is 
excessive wire drawing or destructive 
action of any kind on valve seat or disc, 
such as when used for drip, drain, 
throttling, ete. It marks the greatest 
advance in years in valves for the con- 
ditions mentioned. 


Due to the angle of the plug and 
seat ring sealing surfaces, the stream flow 
| is uniformly distributed when passing 
between these parts. The force of the 
stream cannot be concentrated on any 
part of the plug or seat and produce 
erosion or wire drawing. 





Nor is that all. The plug type dise 
is ground into its own seat, with uniform contact over a long seating 
area. Consequently it fits perfectly and prevents leakage. 


Seat ring is screwed into the diaphragm and can easily be renewed. 
Both seat and dise are made of special nickel alloy of high Brinnel 
hardness and can be reground indefinitely without removing the valve 
from the line. 


A shoulder on spindle affords a back seat which permits packing 
the stuffing box under pressure while the valve is wide open. 


But we can’t adequately describe this new valve—you have got 
to see it to appreciate its many advantages. 


Now, if you are looking for more valve business and bigger profits, 
write us for full particulars about our special proposition to distribu- 
tors, or simply mail the coupon. 


THE FAIRBANKS COMPANY 
MAIL COUPON TODAY! 


Manufacturers of Valves, 
Hand Trucks, and 





W beelbarrows 
19 East 4th St. The Fairbanks Co., 19 East 4th St., New York, N. Y. 
J r 7 ? Without obligation on our part, kindly send a copy of your 
New York, N. Y. Bulletin 0501-P. 


Boston, Pittsburgh — Dis- Name 
tributors in Principal Cities : 
Address 





City Tere pipshia-e/amaignaie ae eiey ate 























to Cordage 


MANILA 
ROPE 





WATERPROOFED 
“UPSON-WALTON YCO 
BEST” 


Passes U. S. Govt. specifications 


WATERPROOFED 
“U-W GIANT” 


Code requirements 
second grade 


for 





OTHER PRODUCTS 
WIRE ROPE 


All Sizes and Constructions 


TACKLE BLOCKS 


A Complete Line for 
WIRE AND MANILA ROPE 


Non-Inflammable 


BRATTICE CLOTH 
JUTE AND COTTON 


WIRE ROPE CLIPS 
Drop Forged G Malleable) 
WIRE ROPE THIMBLES 
CHAIN and ANCHOR 
SHACKLES 
WIRE ROPE SOCKETS 
EYE BOLTS 
HOIST HOOKS 
CHAIN CONNECTING 
LINKS 


DROP FORGED 
(WELDLESS) 
Hexagonal Pattern 


TURNBUCKLES 


Catalogs and Discounts on Request 
ESTABLISHED 1871 





MAIN OFFICE & FACTORY 
1168 W. 11th ST. 
CLEVELAND, OHIO 
Branch Offices and Warehouses: 
YORK—BU FFALO—PITTSBURGH 
CHICAGO 


NEW 
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serviced without tying up the 
machine. 
In woodworking shops, they 


| are employed in connection with 
| the carving machine, especially 





for routing out silhouettes, and 
for producing perfect, smooth 
cuts with rapidity; also for 
touching up carvings and sharp- 
ening the pattern. 

The die grinder is an invalua- 
ble tool as an accessory in the 
tool room of many structures— 
apartment building, hotel, office 
building, school, hospital, indus- 


trial plant, department store. It | 
is good for cutting oil grooves | 
in bearings, which work it does | 


without burring the bearing sur- | 


face. 

Practically every type of ma- 
terial can now be successfully 
ground with the hand grinder, 
such as soft and hardened steel, 
brass, 
babbitt, copper, glass, lead, mar- 
ble, pearl, porcelain, rubber, 
stone, zine, and alloys. Irregu- 


lar and plane surfaces in any of | 


| these materials can be ground, 


touched up or polished. 


Peoria ees pera 
Hagerty Power Show 
Bi insiossssomsas —_ ~- stad 


| 
| windows from the ball-room and 
employ a large crane to transfer | 


| Hagerty 
| event 


it to and from the exhibition | 
floor, the work being done by | 
the Hagerty millwright force. 


bronze, aluminum, iron, | 


| 


° 


It is estimated that a total | 


of 2,500 people visited 
Power Show. 
preceded by 


promotion. 


intel- 
The 


was 
ligent sales 
company 


| to all people in the section it 


| dreds 


was thought should be inter- 
ested in the show, and individual 
salesmen followed up with hun- 
of personal letters to 


individuals they wanted to at- 


tend. In all these letters, the 
desirability of mechanics and 
other plant employees witness- 
ing the exhibits was empha- 
sized, with the result that some 
companies made it compulsory 
for members of their forces to 
visit the show, while many 


others emphasized the advan- | 


tages of the show and urged | 


| employees to see it. 


the | 
The | 


itself sent out letters | 





6650 Narragansett Ave., 





EXPERT 
SOLDERING. 


is made easier with the use of Gardiner : 
Flux-Filled Solder — it enables ex- : 
perienced mechanics to do faster work 
and inexperienced help : 
to get better results. Its 
high tensile 
strength __in- 
sures perma- 
nent bonds. 

Made in 
both acid and 
rosin core and 
in various al- 
loys and 
gauges (as 
small as 5 
of an_ inch). 
Its perfect 
fluxes mean uniform results — always 
ready for instant use. Costs no more 
than ordinary solder. 

We also make a complete line of 
bar, solid wire, drop and pellet solders- 
send us your specification requirements 







lardiner 


4833 So. Campbell Fee. Chicago, Ill. : 


Teese ove 

















Sell it by 
DEMONSTRATION 


Cleans Quickly, 
Thoroughly, 
Economically 


Ball Bearing 


The 
CLEMENTS-CADILLAC 


BLOWER SPRAYER 
SUCTION CLEANER 


Since every plant is a potential buyer of 
this modern cleaning tool, the mill supply 
salesman should demonstrate it to every 
one of his customers. It’s easy to carry 
Show how it cleans dust from motors, 
generators, machinery, lineshafts, storage 
bins and all other dust collectors around 
the plant. 


Write for prices, discounts, and a folder full 
of selling information. 


CLEMENTS MFG. CO. 


CHICAGO, ILL. 
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Part of the hard-working Ha- 
gerty organization, who put 
out everything they had to 
make the show a_ success. 
Seated: Paul J. Hagerty, 
president (left), and G. W. 
Coakley, sales engineer. Stand- 
ing, left to right: Frank Wood, 
salesman; Frank Lyons, ware- 
house superintendent; D. : 
McMahan, salesman, with head- 
quarters in Decatur; W. J. 
Heyd, purchasing agent. 





As an example of the direct 
results obtained from the dis- 
play, Mr. Hagerty cited the case 
of one exhibit, which had at- 
tracted so much interest that 
75 definite prospects for sales on 
this one line had been developed 
some time before the show had 
closed. On the second day of 
the show, total sales of $4,000 | 
were consumated right on the 
spot. 

Mr. Hagerty cited one case 
where the manager of a large 
plant and all his group heads 
attended the show in a body. | 
As the writer was talking with 
Mr. Hagerty, a man passed by 
on his way into the show and 
was pointed out as the president 
of one of the largest laundries 
in Peoria. Another man to at- 
tend was described as one of the 
“biggest men” in foundry pro- 
duction in the United States. 

“The whole idea behind the| 
show was to show visually the 
latest developments in power 
transmission and application,” | 
said Mr. Hagerty. ‘Nowadays, | 
in the rush of business, few | 
people have time to study these | 
developments as they should. A| 
show such as this puts them be- | 
fore those interested clearly and | 
simply. And when you see these | 
developments actually demon-| 


| 
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THESE are the “makings” of HOLDING POWER in 
machine assemblies of all sorts: (1) a quarter-century of 
hollow screw specializing (2) the use of the strongest 
adaptable steel (3) cold-drawing of sockets and heat- 
treating by styles and sizes (4) strength-testing each lot 


and visually inspecting each screw. 


Only “Allens” have these ingredients; only Allen 
users benefit by them; only Allen Distributors profit by 
them. You get not only value IN the line, but you get 
the value OUT of the line thru established preference for 
the Allen product in all the jobbing sectors of the hollow 


screw market. 


THE ALLEN MEG. €@MPANY 


HARTFORD, CONN. U.§$.A. 












3 profitable belts 


for distributors. .'! 
bd HETMACO—especially service- 


able where oil cutting compounds, acids, 
alkalies, and abrasive dust are present. 


MALABAR—th- belt for gen- 


eral elevating and conveying. Depend- 
able even under severe conditions. 


GENUINE HETTRICK— 


Stitched canvas belting the standard 
for over forty years. 


You can | show your customers 
how they can eave money on belt opera- 
tion with these three fine lines. They are 
sold under distributor terms that offer 
opportunities for real profits. Write for 
information on our resale price set-up and 
sales plan. 


_ ent INDUSTRY p 
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SUMMIT & MAGNOLIA STS. 
TOLEDO 

















This Standard Duty Signal 

inch drill is mechanically 
and electrically correct. It has 
an abundance of power, is well- 
balanced and light in weight. 
Backed by the well known and 
accepted Signal name. Write 
for discounts—that mean real 
profits. 


SIGNAL ELECTRIC MFG. CO. 


Menominee, Michigan 


OFFICES IN PRINCIPAL CITIES 





The HETTRICK MFG. Co. | 
OHIO | 


| interest 


| in every possible way. And, in 
| this connection, the salesmen of 


strated, it takes you a long time 


_to forget them. 


“This year’s exhibit has 
proved so successful that we are 
planning to show each year in 
similar fashion the latest devel- 


opments, and we will commerce | 


immediately to plan for the 1936 | 


exhibition.” 


The Hagerty Brothers Power | 


Show was a model of coopera- 
tion between manufacturers 
and a distributing organization. 


_ Every man and woman in the 
Hagerty Company, from Presi- | 


dent Hagerty and Secretary- 
Treasurer John H. Flora, down 
to the youngest employee, threw 


| in his or her time and energy 


to make the show a success. 
Salesmen for the company es- 
corted their customers and pros- 
pects around the show, calling 
to their attention those exhibits 


which they thought would most | 





G. F. Nufer (left) of the Arm- 
strong Brothers Tool Company, 
and Les Tracy, Hagerty sales- 


man, are right on the job with | 


this visitor at the Armstrong 
booth. 

the party concerned. 
The manufacturers’ men will- 
ingly and patiently told the 
story of their products, an- 
swe) ed questions and cooperated 


the Hagerty organization, like 
distributors’ salesmen at similar 





shows, learned much of value to | 
them through their contact with | 
the manufacturers’ men. 

A novel feature of the ew] 
was a mechanical man—a col- | 
ored boy in uniform of a bell 
boy—which was posted at the | 











MARVEL 
HOLE SAWS 


High- 
Speed 
Edge 





For large holes at low cost. Out- 
cut, outlast all other hole saws. 
Handle a far greater range of 
work. Combine fast cutting, long- 
lasting quality of High Speed 
Steel with an UNBREAKABLE, 
shatter-proof characteristic. Have 
sufficient strength for production 
work on electric drills and DRILL 
PRESSES—have sufficient set for 
deep drilling. 

Sizes from 3” to 43”. These 

new type tools increase the 


capacity of any drill press. 
Write for Circular 





Armstrong-Blum 
Mfg. Co. 
“The Hack Saw People” 
339 N. Francisco Ave., 
CHICAGO, U.S.A. 
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1905 Cran 1935 


FLEXIBLE SHAFT 
MACHINES 


VERTICAL AND HORIZONTAL 
TYPES 


Ye to 2 H.P. 





FOR 
GRINDING 
POLISHING 

DRILLING 
REAMING 
WIRE 
BRUSHING 
SANDING 
NUTSETTING 
SCREW DRIVING 
LATHE 
GRINDING 
ROTARY 
FILING 
AND 
MANY 
OTHER 
OPERATIONS 








64-Page Catalog 
of 
Quality 
Machines 
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FACTS 


that sell 


DAGGETT 


BALL BEARING 
LOOSE PULLEYS | 








® They are simple in construction 
® They will carry a belt at any working 
load or speed without heating @ Bear- 
ings are dustproof and require no at- 
tention except renewal of lubricant 4 
to 6 times a year. © THEY REDUCE 
CUSTOMERS’ OPERATING COSTS IN 
5 IMPORTANT WAYS. 
plete details. Our profit margin and 


| engineering assistance will interest you. 


HICAGO PULLEY 
- - = & SHAFTING CO. 
19 N. Desplaines St., Chicago, Ill. 





We shall be glad to send you com- | 








SHERMAN 


BARREL FAUCETS 


<< e 









Sherman Barrel Faucets have solid brass handles and 
close with pressure. They are theft proof, easily operated, 
long wearing, will not leak, and give full flow even when 
the barrel is nearly empty. Made in % inch size only. 
Fig. 106 Self Closing Lock Lever illustrated herewith. 
Also manufacturers of ground key type. Write for com- 
plete details. 


SHERMAN 


RADIATOR FAUCETS 










Sherman Radiator Filler 

Faucets are convenient, strong, 
durable and economical. They 
have long spouts, fit any radiator 
Opening and protect the hands. 
Smooth stream—easily controlled from 
full stream to trickle—no splash or drip. 
Made of high grade, tough bronze with accurate, 
mechanism. % Hose Thread. 
approximately 1 Ib. each. 


DISTRIBUTORS—Make these two fast-selling items pay 
you profits. Ask for complete information and samples. 
Quick service guaranteed on your orders. 


H.B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH. 


strong 
Packed in cartons—weight 
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Two busy booths at the Ha- 


gerty Power Show. In the 
booth at the left, Ted Rolf of 
Curtis Pneumatic Machinery 
Gompany (he’s almost ob- 
scured) is giving a hoist dem- 
onstration to four members of 
the Hagerty organization, left 
to right, A. L. Maxwell, sales 
engineer; Frank Wood, sales- 
man, and Charles Brown and 
George Berry, millwrights. In 
the Simonds Saw booth, H. P. 
Bauman (in the light suit) and 
P. S. Larson of the Simonds or- 
ganization, give the facts to a 
show visitor. 





entrance to the outer parlor, 
leading to the exhibition hall, 
and which, by word and gesture, 
invited people in the lobby to 
visit the show. Just outside the 
entrance to the exhibition hall 
proper, two young women, 
Misses Winifred Schrader, sec- 
Mr. Hagerty, and 
Marion Mueller, secretary to Mr. 
Flora, presided at the registra- 
tion desk. The exhibition hall 
was attractively decorated to 
form an imposing background 
for the show itself. 








Selection and Management 
of the “Distant”? Salesman 
(Continued from page 17) 








flat amount per man was 


stepped up or down to suit the 
| territory, as determined by the 


break-down. This individual flat 
rate with us now runs from 
$40 per month up. It is suf- 
ficient to cover all ordinary op- 
erating and fixed expense and 
enables the salesman to buy a 


| new car every two years with- 


out going into his own pocket. 





| 


| 


The matter of gas allowance | 


was arrived at in another way. 
We took the matter up with the 
major gas companies operating 
throughout the territory and 
obtained the prevalent rates for 
gas in all parts of these terri- 





a 


ULTI FLAME TORCH 
er for long, 


SuiTABLeE for industrial work of all kinds. 
Its enormous 10-inch blue flame saves 
time. Regulates to a small pointed flame 
for fine soldering. Triple-capacity pump. 
Steel vein liners, removable for cleaning. 
Gas orifice block and cleaning pin renew- 
able when worn or damaged. 
Write for descriptive folder to the 


CLAYTON & LAMBERT MFG. CO. 
DETROIT, MICHIGAN 
Makers of World’s Largest Selling Firepots 


M 








SAFETY 
EQUIPMENT 


Industrial distributors and jobbers who 
want a reliable source of supply for safety 
equipment should investigate the CESCO 
line. Here's the type of equipment that 
builds up a distributor's reputation for sell- 
ing the best. 





GOGGLES 


Plus its line of masks, respirators and shields 
CESCO manufactures more than 75 kinds and 
types of goggles—for eye safety and protection 
when welding, chipping, cutting, grinding and 
all other eye hazard work. Your customers 
demand CESCO quality and price. Supply them! 


WRITE FOR FREE CATALOG 


Ask for prices, discounts and CESCO’'S plan for 
jobber cooperation. We'll supply catalog sheets 
for your salesmen so you can start getting busi- 
ness at once Write today 


CHICAGO EYE SHIELD CO. 
2329 Warren Boulevard 
CHICAGO ILLINOIS 
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Your logical 
source of supply on 


BOLTS « SCREWS 
NUTS > WASHERS 














“U— BRASS 
BRONZE 
EVERDUR 
MONEL 
STAINLESS 
STEEL 
COPPER 


and other non-corrod- 
ing and rust resisting 
metals, 


Large stocks main- 
tained of all standard sizes 
and types. Rapid service 
on special orders. Good 
profit margin for distribu- 
tors. 





Send for complete catalog. 


The H. M. HARPER CO. 


2622 Fletcher St. @© CHICAGO, ILL. 

















INTRODUCE === 


OTTEMILLER - 


PRODUCTS 
to your Customers 


Then Watch 
Results! 






T HE Ottemiller Line of milled 
set and cap screws, coupling 
bolts and studs is so complete 
and of such uniform quality 
that plant men like it im- 
mensely. 

Establish yourself as the dis- 
tributor of Ottemiller Milled 
Screw Machine Products and 
you can count on profitable 
sales that will run into good 
volume day in and day out 
throughout the year. 

Besides, you will like the way 
we treat you. 


Write for all the facts. 


The Wm. H. 
OTTEMILLER CO. 
YORK, PA. 


We also manufacture Dardelet Thread Screws 
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tories. 
highest priced gas with the low- 
est of the same grade in each 
man’s territory. Dividing this 
average price per gallon by 15 
(average miles per gallon) the 
per mile expense for gas was de- 
termined for each territory. The 
salesman now operates his car 
and turns in the amount of 
expense per mile of operation, 
which eliminates the detail of 
entering various amounts of gas 
at various prices, or trying to 
lump it, in his accounting with 
us; SO many miles in the week, 
at his rate, added to the weekly 
expense account is all there is 
to it. 








Answers to Questions 
on Page 14 








What is meant by a com- 
bination pipe vise? 


A. A vise of machinists’ mod- | 


el design which also car- 
ries a set of pipe jaws 
large enough to take pipe 
up to six inches. This 
vise is sold principally to 
the plumbing field and 
railroads. 


sidered in the selection of 
lineshaft coupling? 


. The same factors which 


govern the selection of the | 


proper size shafting, plus 


information as to whether | 
shaft runs true and on the | 
throughout; | 


same plane 
whether couplings should 
be flexible or rigid; 
whether they must be dis- 
connected often to sus- 
pend operation of definite 
sections; whether coup- 
lings are to be keyed or 
of the compression type. 

What is the most costly 

leakage — air, steam or 

water? 

. Air. A leak as small as a 
pin head may waste over 
$5.00 per month in the 
cost of air. Tight-closing 
valves, cocks and air noz- 
zles will earn their cost 
many times in savings. 

. What is the difference be- 
tween a gate valve and a 
cock ? 


Then we averaged the | 


What factors must be con- | 






























EAGLE 


HYDRAULIC 
PUMP OILERS 


| 

} 

' 

' 

| For light or heavy oils, for use by 
mechanics, service stations, and 

| 





all general purpose oiling. Ball 
valves, brass spouts, one plece 
handle, brass couplings with ma- 
chine cut threads. 
% pint, 1 pint and 1 quart size 
with 6”, 9” and 15” spouts, both 
upright and 50 degree angle 
Write for prices and illustrated 
descriptive sheets 
DETACHABLE 

EAMLESS WELDED SPOUT 

Some valuable territories open 

for live distributors. Write 

for our liberal proposition. 









DOUBLE SEAMED BOTTOM 
EAGLE MANUFACTURING CO. 
Wellsburg, W. Va. 











ROBBINS & MYERS, Inc. 


HOIST AND CRANE DIVISION 
SPRINGFIELD, OHIO 





The R&M Model L Electric Hoist— 
the popular hoist for monorails. 

. Low head room 

. Balanced construction 

. Small clearance dimensions 

. Fast speed 

. Ability to “take it” 

. Low cost 

. Profitable to sell 

One of a complete line of electric and 
hand hoists and cranes. 


Sold thru Mill Supply Houses 
everywhere. 


RopsBins & Myers, INC. 
SPRINGFIELD OHIO 
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*HACK SAWS + 








profit 
makers 
for 


distributors 


Monarch Hack Saw Blades 

are a valuable addition to any 

distributor's line. Economy, re- 

liability, and quick turnover en- 
able them to offer distributors 
profits far above the average on the 
basis of investment and sales effort. 
We shall be glad to give you 
complete information as to how 
you can utilize Monarch Blades in 
your present set-up. 


Chicago Representative 
H. E. BARTON TOOL CO. 
100 S. Jefferson St., Chicago 





GREAT NECK SAW 
MPRS. Inc. ittw vonn 


NEW YORK 








DISTRIBUTORS 


Can Supply the Con- 
tinual Demand for 
Replacement Floats 


by simply posting their salesmen 
mn HARRIS FLOATS — the different 
types, metals required for specific 
uses, etc. 

The Harris float catalog and bul- 
letins issued from time to time give 
all the salesmen need to know about 
float replacements. 

And remember we maintain a large 
stock of Copper Ball Floats in diam- 
eters to 12” and pressures to 150 
Ibs. Ask for the catalog. 


ARTHUR HARRIS & CO. 
210-218 N. Curtis St. 
CHICAGO, ILL. 
Est. 1884 
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. A gate valve has a disc or | 

gate which is lifted free 

to permit flow and forced | 

down on the seat to stop | 
flow, while a cock has a| 
plug which is rotated to| 
stop or permit flow. 

. What information is nec-| 
essary in ordering special | 
reamers ? 

A. Style of reamer, length | 
over-all, length of flute, | 
style of shank and wheth- | 
er it is to be high speed | 
or carbon steel. 

. What causes the teeth on | 
a hand hack-saw blade to/| 
wear unduly? | 

A. Overspeed and insufficient | 
pressure on the forward | 
stroke in sawing. Light 
pressure causes the blade 
to slip and produce only 
partial cutting. 

7. Q. What is meant by the 
“reach” of a hoist? 

. The distance between top 
and bottom hooks when 
the load chain is fully ex- 
tended. 

. In applying wire rope, | 
what should be the great- 
est angle formed by lines 
drawn from the main) 
sheave to the right and/| 
left rims of the hoisting | 
drum? | 

A. To prevent needless side 

wear of the rope, this 

angle, which is called the 

“fleet” angle, should never 

be larger than three de-| 
grees. 


19. Q. What are the “flutes” of 
a twist drill? 
A. Spiral grooves cut or 


formed to provide cutting | 
edges, to provide clearance 
for chips and allow lubri-| 
cant to get down to the| 
cutting edges. 

10. Q. What is the rough for- 
mula for calculating the| 
length of a transmission | 
belt on the pulleys? 

A. Multiply the sum of the) 
two pulley diameters in| 
feet by 1.57 and add) 
twice the distance  be- 
tween the centers of the} 


two shafts. Where one| 
pulley is much larger 
than the other a little 





extra should be added. | 


' 






PRICE on this 2’’, 







Get Our LOW 
10,000 Gal. Size 


JAEGER ‘’SURE PRIME” 
PUMPS SELL FASTER.. 


2” —3"’—1"— 6” — 8” SIZES 
Beat competition, make money’ with 
America’s fastest selling line of compact, 
portable, sure priming centrifugals, Amaz- 
ingly low prices. Write us. 


THE JAEGER MACHINE CO. 


501 Dublin Avenue, Columbus, Ohio 














LOGICAL CAR 
MOVER TO SELL 






BECAUSE 


Through its 30 years of satisfactory 
service to users everywhere—your 
territory included—it has _practi- 
cally eliminated all sales resistance. 
If you are not now stocking this 
Easy-Selling ATLAS, write us for 
full details. 


APPLETON-ATLAS 
CAR MOVER CORPORATION 
2947 No. 30th Street 


MILWAUKEE, WIS. 
(FORMERLY LOCATED AT APPLETON, WIS.) 
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SEALING 
COMPOUNDS 


That will Help You 
Increase SALES 


Handle a complete line of sealing 
compounds to meet every demand 
of your customers. There is a Key 
product for sealing all types of 
joints—thread or gasket—on lines 
carrying all kinds of materials—gas, 
air, steam, oil, acids or any other 
liquids. Look to Key for joint seal- 
ing preparations. Handle the profit- 
able, advertised line. Write today 
for complete information, prices, 
jobbers’ discounts and sample. 


The perfect sealer for pipe 
joints, screw-thread and gasket, where lines 
are carrying steam, gasoline, kerosene, vapor, 
creosote, tar, hot oil, hot vaseline, air and 
acids. Expands under heat, assuring a per- 
fect seal. Will not corrode or oxidize, 
making it easy to disconnect. 


lastic lubri- 
ller that is 
ideal for lines carrying gas, water, steam, 
compressed air, etc. Comes ready to apply. 
Economical to use . . . it does not settle, 
always retaining its full body and plastic 
qualities. 


Here is a 
cant and 


If joints must 

be permanent, there 

is nothing that will do the job better than 
Key Formatite. It is water and oil proof, 
assuring leak-proof joints under all pres- 
sures, temperatures and vibration. Use 
it for permanent joints in pipes, tanks, 
pumps, engines, tur- 


bines and wherever 
metal parts are to 
be joined, or for 
sealing small sur- 


COMPANY face leaks. 


2621 McCasland Avenue 
East St. Louis 
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